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United States Attorney General William D. Mitchell 
Approves Credit Protection (Page 5) 


Undersecretary of the Treasury Ogden L. Mills’ 
Statement on the New Currency (Page 8) 


Credits in Paper and in Drug Trades 
(Pages 7 and 14) 
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Survival 
of the Fit — 


| ST the oldest and 
greatest of industries, is subject to the 
indomitable whims of nature. The 
farmer must be equipped to take advan- 
tage of nature’s opportunities and to 


fortify himself against its uncertainties. 


During transformation into the 
various foods and useful commodities 
the products of the farm enter almost 
every branch of industry. Throughout 
the functions of production, finance 
and distribution, though the hazards 
are not apparent — business must be 
equipped with the machinery of credit 
and the security of insurance, that cu- 
mulative values shall not be sacrificed 
or destroyed. 


Your broker will be glad to cooperate 
in obtaining Globe & Rutgers policies, 
which will give you the fullest measure 
of protection. You will do well to 
consider the hazards to which your 
customers are subject and urge similar 
protection for them, that the goods 
on their shelves and the receivables 
on your books may be kept secure. 


Globe & Rutgers 
Sire Jusurance Company 
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ts Almost 


a Crime Not To Read It 


It has been worth thousands of dollars 
to those who have sent for it 


OME thousands of men, and hundreds of women 

who sent for this inspiring book are now enjoying 
the better things of life—things beyond their reach until 
they obtained the vital knowledge this book outlined 
for them. 


How to make more money is uppermost in the minds of most 
people. The answer to that problem can be found in “The Law- 
Trained Man.” It is a book devoid of picturesque and fanciful 
theory—but it is full of cold, hard facts that cannot be ignored by 
those who wish to succeed. 


“The Law-Trained Man” has been published with the sole idea 
of interesting people in the value of law training. And it will 
quickly prove to you that legal knowledge is a mighty force for 
propelling people toward the goal of independence. 

Look into the history of leaders in the business world and you 
will find that the majority of them possess legal training. The law- 


trained man or woman wins promotion where those lacking such 
training stand still. 


Law as a Profession 


What other profession offers such unlimited opportunities for 
advancement as can be found in the practice of law? It can lead 
you to earnings large enough to satisfy any normal ambition and 


This complete 25-volume stand- 
ard size law library is given to 
all new students at the time of 


it can lead you to fame and fortune. How far you go in this pro- 


fession depends on your energy and ambition. 


Study Law at Home 


For years the Blackstone Institute has been providing spare-time 
law training to men and women in every kind of business and pro- 
fessional activity. More than 50,000 have enrolled. We are intensely 
proud of the successes enjoyed by these students and of the many 
state bar examinations passed by our graduates. 


Prepared by Leading Authorities 
The Blackstone Law Course is a product of 80 of the most 
eminent legal authorities in the U. S. Included in the list of authors 
of instruction material are Justices Taft and Sutherland of the 
U. S. Supreme Court, the deans of eight leading resident law 


schools, university law professors, prominent lawyers, and state 
supreme court judges. 


Where Shall We Mail Your Copy 
of the Book? 


You owe it to yourself to get a comprehensive picture of what 
law training means to you. In ‘““The Law-Trained Man” you will 
find answered all the questions that may come to your mind—also 
a complete description of the Blackstone Law Course and Service, 
as well as many stories of real success enjoyed by people who have 
taken this training. Just fill in and mail the coupon, and the book 
and full details will be mailed without cost or obligation. Blackstone 
Institute, Dept 5 15,307 N. Michigan Ave., Chicago, Ill. 


BLACKSTONE INSTITUTE 
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i 
i 
i 
I 
i 
i 
i 


Please send me a free copy of the revised edition of “The 
Law-Trained Man,” and details of your law course. 
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WNERS of small 
business concerns especially need close watching 
on insurance matters, as they are prone to carry 
too much of their own risks, and must be cau- 
tioned repeatedly. 


**In discussing insurance against 
fire, tornado, etc., with customers I often sug- 
gest to the debtor merchant the names of thor- 
oughly reliable insurance companies. I also have 
a great deal to do with the insurance placed by 
my own concern.” 


Ae sed Se sa fe eS 


GENTS of 
The Home Insurance Company of New 
York, thousands in number, are located 
in close proximity to businesses large and 
small. They will gladly help the small as 
well as the large merchant in reaching a 
correct determination in regard to his 
insurance problems. 
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Addresses W anted 


This column is read by some Credit Man- 
agers before any other feature of the mag- 
asine. Any member of the National Asso- 
ciation of Credit Men can have names listed 
herein. He has only to send the names to 
the secretary of hts local Association of 
Credit Men or to S. Ardron, Jr., Credit 
Protection Department, N. A. C. M., One 
Pork Ave., New York. Members are re- 

to mention the line of business as 
well as the last known address. 


N, BENJ. M., formerly Tdg. as U. S. 
Electrical Sign Company, 211 Mill Street, 
Poughkeepsie. : . 7 
ALLEN BILLY, White Horse Pike, Magnolia, 


ersey. 
, V._E., Proprietor, Golden State Wall 
Paper & Paint Company, formerly 2468 San 
Bruno Avenue, San Francisco, and 836 Char- 
ter Oak, San Francisco. 

THOMAS, 80 Charles Street, New 
Rochelle. 


Filling Station Agent. ; ; 
, H., formerly operated a mirror busi- 
ness at 1466 South Michigan Avenue, Chicago. 
AN, I., formerly proprietor of Silbling 
Products Company, New York City. 
BOYCE, F K A., White Plains, N. Y. 
BRANDLER, S., who up to about March Ist, 
operated a haberdashery at 4229 West Madi- 
son Street, nee 
BRAWN PRODUCTS COMPANY, formerly lo- 
cated at 1138 West Lake St., Chicago. 
H KESLOW, Vice-President 
RALPH CORTRIGHT, Secretary-Treasurer 
AUGUST A. HAMPL, President. 
Formerly operating bakery at that address. 
JOHN, who had been operating as the 
Castle Concrete Company, Pana, Illinois. 
, GEO. D., formerly connected with 
the Atwood Mfg. Company, 1014 Marquette 
Avenue, Minneapolis. Later reported at 4735 
Boring Avenue, East Chicago, Indiana. Sub- 
sequently was rumored working for some _ fur- 
nace company, Philadelphia. 
COHEN, JEANNE D., t. a. Mansfield Art 
Si , 604 E. 15th Street, Brooklyn. 
CRAMER, J. S., who has been trading as the 
Boca Raton Supply Co. at Boca Raton, Fla. 
Understand has gone to Long Island. 
CROSS, RAY, formerly 5282 Turney Road, Bed- 
ford, R. F. D., Ohio. 
DAVIDSON BROTHERS, who were formerly lo- 
cated at 4205 Roosetelt Road Chicago. 
DAVIS, ARTHUR D., proprietor of the Davis 
Surgical Supply Company, 1668 Myrtle Avenue, 
Ridgewood, Brooklyn. 
EVANS, (H.) & MILLER, (C. M.), ceeasty 
rated restaurant Pacific Avenue, Wildwood, 
a Probably now engaged in business either 
in grocery and meat line or restaurant busi- 


ness. 

GALLAGHER, PAUL J., operated a gasoline 
service station at the corner State Road and 
Miller Avenue, Speer ees Penna. 
GENTHNER, H, P., iormer salesman, 1606 Lake- 
front Avenue, E. Cleveland, O. 

GOLDEN, LEO, also M. Leo Golden, 9 Crown 
Street, Sommerville, Mass. 

, J. F., formerly of Memphis. 
GREENE, J., 18 Warren Street, N. Y. C. 
GROSETMAN, MAX, formerly 10 Dover Street, 

Easton, Maryland. Thought to have gone to 
St. Louis. 

GUYTON, JOHN V., MD., Perryton, Texas. 

Sy KARL, 30 Arlington Street, Mans- 
eld, Ohio. 


HARTER BROTHERS, Painters and decorators 
formerly located at 1745 Mission St., San 
Francisco. 

HARTUNG, G. E., Stationery & Printing, 300 
Canal Street, N. Y. 

JERSEY, BERT. A., formerly the Jersey Furn. 
Compayy, 575 Sixth Street, San Pedro, Calif. 
I ONE, EDW. O., D. O. Citizens Na- 
tional Bank, Kirksville, Mo. 

KAPLAN, YALE, formerly of Bridgeport. 

, J. L., having done business under 
the cae of Ragone eo — Com- 
pany, ranklin Avenue, St. uis. 

LAHMAN, F. H., former owner Guarantee Elec- 
tric Company, last known address 9602 East 
Mth Street, Oakland, Calif. 

REUX, H. D., formerly located at 910 
West 78th Street, Chicago. 

LECHNER, SAM, 111 Essex Street, N. Y., for- 
merly 350 Fulton Street, Brooklyn, also doing 
business as the Belle Hosiery Mills. 

ON, A. J., formerly living at 4542 North Ra- 

cine Avenue, Chicago. Engaged in the gen- 
ral contracting business. 

E., proprietor of the Nox- 

Em Chemical Company, formerly at 294 Wash- 

ington Street, Boston. Shop also formerly in 

Everett, Mass. 

» A. A., salesman formerly receivin 

at the Bankhead-Leland or Tutwiler 


Aine am. 


h 
» MAX, formerly 354 Columbus Ave- 
nue, N. Y 


MAY, EDWARD H., formerly operated May- 
test Service Station and restaurant at Mer- 


New 


mail 
otels, 


MOLCAN, CHAS., 10 Beach Street, Portchester. 
MORRISON, EUGENE, formerly connected with 









Gray Baginerring Co., Mianus, Conn. 


NEWB 
bon, Dallas County, Texas. 

NOURSE, R. C., formerly operating as Arling- 

on Tire & Sppply Company, Columbus, Ohio. 
a -,» for: 


Bronx, 'N.. Y. 
OREOLE ATLANTA REFRIG. CO., 222 Peters 
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» T. J., last known address, Lis- 
New Kensington. 


Kansas City, Mo. 
merly 924 Fteley Avenue, 
rucking business. 
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Formerly boss 
heet & Tin Plate C 


any, 

SALMON, G. Y., formerly of 414 W. 61st Street, 
5 _ Traveling salesman _em- 
ployed by Union Circulation Company, N. Y 
SAWIK, JOHN, formerly at 371 Queens Ann 





Street, S. W., Atlanta. 

PEFFER, R. B., formerly of Mammoth, Pa. 

RAM WOODWORKING CO., 2524 Coney Island 
Avenue, Brooklyn. 

RASHID, S. A., formerly in the confectionery 
business at Lemmon, S. D. 

RINGLER (HARRY) & GOLDBERG (SAM- 
UEL), formerly of N. Y. 

RODGERS, A. D., formerly operated at 279 
+ Street, Marlboro and also Fal] River, 

ass. 

ROSENTHAL, RAYMOND R., formerly con- 
ducting a drug store at Van Pelt & Berks 
Street, Philadelphia. 


ST. GERMAINE, HENRI, residence, 1307 4th 


Road, Teaneck, N. J. 

SCHNEIDERMAN, S., formerly cohducted a re- 
tail jewelry store at 69-37 Grand Avenue, Mas- 
eth, N. Y. 

a HERMAN, formerly of Middletown, 


el. 

SHETNEY, H., 4320 Manistique, Detroit. 

SPROUTT, THEO., formerly of R. F. D. No. 1, 
Manistique, Mich. 
TEELE, LEONARD, formerly of Madison, 
Wisconsin. Last heard of in Milwaukee. 

VERGONA, ALBERT, proprietor of the Ver- 
gona Barber Supply Company, 309 West 42nd 
Street, N. Y. Understand is a chemist. 

WEST, J. P., service station operator, Alexan- 
dria, La., said to have moved to Texas. 
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Visible Records 
With Hydroiloid Sheets! 


New! Tough! Waterproof! 


To the simplicity and convenience of the Irving-Pitt 
VI-DEX, we now add another feature—sheets made of hydroi- 
loid paper! 

Records kept on hydroiloid paper last almost forever. This 
tough stock is patented and wears like iron—won’t crack or 
become dog-eared. It is grease and water proof—and it “sets” 
the ink of both pen and typewriter so that perspiring hands 
can’t blur it. 

There are two types of VI-DEX. The Prong Binder VI-DEX 
for large, the Ring VI-DEX for smaller installations! 

For medium-sized bookkeeping installations, we also offer 
the VI-DEX Accounting Outfit — specialized for various pro- 
fessions and lines of business. 

Make your records visible. Your I-P stationer will rec 
ommend the correct VI-DEX for your needs—with hydroiloid 
sheets that wear and wear. 


IRVING-PITT MANUFACTURING COMPANY 
KANSAS CITY CHICAGO 
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re Harel & Dales. 


Attorney General Mitchell 


Expresses Approval of N. A.C. M. Credit Protection 


ITH the Second 
Credit Protec- 
tion Fund just 


rounding the halfway 

mark in the northeast, the 

campaign swings west- 

ward this month into the 

heart of the Great Lakes 

industrial region. As Bos- 

ton, New York and Phila- 

delphia draw breath for 

the home stretch, Pitts- 

burgh, Cincinnati and 

Cleveland dig in their toes 

for the getaway. 
The westward drive was 

started in earnest during 

the week of April 15, 

when Buffalo, Rochester, 

Syracuse and other cities 

of up-state New York 

launched their local drives 

with a series of enthusi- 

astic meetings. Provi- 

dence, scheduled to be the 

lead-off city and delayed 

by unavoidable circum- 

stances, started its campaign at 

the same time with one-fourth of 

its quota in advance subscriptions. 
Boston, Springfield, Worcester 


OFFICE OF THE ATTORNEY GENERAL 


WASHINGTON, D. C. 


April 2, 1929. 


National Association of Credit Men, 
1 Park Avenue, 

New York City, N. Y. 

Gentlemen : 


I am advised that during the last four 
years your Association has cooperated 
with and rendered valuable assistance to 
the Department of Justice in prosecuting 
those forms of commercial frauds which 
can be reached under Federal criminal 
laws. 


The Department appreciates this as- 
sistance and feels that your campaign for 
funds to carry on your work is deserving 
ot serious consideration by all legitimate 
business. 


Very truly yours, 


Wituiam D. MITCHELL, 
Attorney General. 


Progress reported for two recent 
weeks was on a par with that dur- 
ing the first week of the campaign. 

Credit executives of the Rochester 


of the Utica Knitting Co., 
is heading the drive in 
Utica, and R. B. Porter, 
of the First Trust and 
Deposit Co., Syracuse, is 
chairman for Syracuse. 
All three of these cities 
are grouped in the Roches- 
ter district. 

The Buffalo district, 
with a quota of $27,500, 
is under the chairmanship 
of Frank A. Worth, of 
Spencer-Kellogg & Sons. 
Inc. Jamestown, under 
the leadership of Alfred 
T. Mace, of the Premier 
Cabinet Corp., has ac- 
cepted $2,500 of the dis- 
trict quota. 

The Connecticut associ- 
ations, with a state quota 
of $31,000, entered the in- 
tensive period of their ef- 
fort during April. John 
E. Koehler, of the Ameri- 
can Fabri¢s Co., is chair- 
man for Bridgeport. E. E. Ogden, of 


the Stanley Works, is chairman for 


Hartford and New Britain. Arthur 
Mahoney of Sargent & Co., is chair- 


and other New England cities, more 
than halfway to the goal, are com- 
peting for the honor of being first 
across the finish line. New York, 
with $500,000 to raise, has main- 
tained steady progress from one 
weekly report meeting to the next. 


The Credit Monthly 


district, under the chairmanship of 
H. H. Kase, of the Taylor Instru- Newcomb, of M. J. Daly & Sons, 
ment Companies, are out to raise Inc., is steering the campaign in 
$40,000 for the fund. William A. Waterbury. R. M. Rich, president 
Schaffer, of the LaValley, McLeod, of the Connecticut Association of 
Kinkaid Co., is chairman of the cam- Credit Men, heads a special commit- 
paign in Elmira. John S. Van Vliet, (Continued on page 31) 
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man for New Haven, and Frank J. 
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Experienced Men GotoSchool 


ITH H. W. Clausen, first 
vice-president of the Chi- 
cago Association of Credit 


Men, acting as chairman, about twen- 
ty members gathered at the Associa- 
tion quarters in December and organ- 
ized the first class in Advanced Cred- 
its. In lieu of the required studies 
for the Junior Certificate of the Na- 
tional Institute of Credit of the Na- 
tional Association of Credit Men, ten 
years or more of actual credit ex- 
perience was accepted in qualification 
for beginning the four studies for the 
Senior Certificates. This special 
ruling, through the courtesy of Dr. 
F. A. Fall, Director of Education 
and Research, enabled older credit 
men to join the courses—men who 
naturally might hesitate to enter night 
school classes of credit juniors. 

At the first meeting, the text book 
chosen was Credit Analysis, by W. C. 
Schluter, which is on the recommend- 
ed list of the National Institute of 
Credit. Since no professional teach- 
er was available, a round table dis- 
cussion was deemed the best pro- 
cedure to follow, with different mem- 
bers of the class acting as leaders at 
each meeting. Definite sections of 
the text were assigned; and, for the 
first hour of each session, the class 
leader summarized the chapter, elabo- 
rated on the important points cov- 
ered, and illustrated from outside 
readings or practical problems from 
his own work. The second hour was 
devoted to a general discussion. 

The course closed, according to the 
National Institute of Credit require- 
ments, with a final written examina- 
tion. This was prepared by H. W. 
Clausen. 

The members of the class were: 
Addison Boren, Jr., Otis Elevator 
Company; A. J. Bradley, Cushman, 
Company; G. W. Christopher, Vic- 
tor Chemical Works; H. W. Clau- 
sen, C. D. Osborn Company; W. G. 
Cobb, Brunswick Kroeschell Com- 
pany; T. M. Custin, Wisconsin Lime 
& Cement Company; J. T. Donohue, 
Continental National Bank & Trust 
Co.; S. Einstein, The Florsheim 
Shoe Co.; J. E. A. Fritag, Keystone 
Aniline & Chemical Co.; J. B. Grigg; 
L. T. Hadley, Goodman Manufactur- 
ing Co.; W. E. Hall, Wilson West- 


ern Sporting Goods Co.; Leon C. 
Hayes, Hilo Varnish Corporation ; 
C. L. Holman, Wilson Bros.; Rich- 
ard Ibbotson, Union Special Machine 
Co.; A. L. Jones, Armour & Com- 
pany; P. F. Kennedy, American 
Manganese Steel Co.; W. W. Kerr, 
The Cable Company; K. W. Kottala, 
Empire Paper Company; C. E. 
Means, Wilson Bros.; M. E. Neele- 
son, A. Weil Company; J. E. Peter- 
son, A. G. Spalding & Bro.; N. L. 
Pierce, Certain-teed Products Corpo- 
ration; L. A. Ryan, Creamery Pack- 
age Mfg. Co.; J. J. Schwander, 
Phoell Mfg. Co.; M. W. Stevenson, 
Kalman Steel Company; E. G. Vin- 
cent, R. C. Clark Veneer Company ; 
Ed. Weimer, Graver Corporation. . 


Second Group Organized 


Interest in the class developed so 
rapidly that it was not difficult to or- 
ganize a second group. This was 
done on Friday, January 18, under 
the guidance of J. Warren Slote, The 
Howard Severance Co. The same 
round table discussion plan is fol- 
lowed. 

This second class was composed 
of the following Association mem- 
bers: B. J. Badger, Wilson & Ben- 
nett Mfg. Co.; Wm. P. Bane, Con- 
sumers Company; F. E. Dasch, The 
Colgate Palmolive-Peet Company ; 
D. E. Elick, Israel Bros. Company ; 
D. J. Evans, Merchants Credit 
Guide; A. D. Flinn, The MacMillan 
Company; H. Freeberg, Armour & 
Company ; J. S. Girling (Mrs.), Hol- 
land Press, Inc.; V. E. Hendrick- 
son, American Terra Cotta & Cera- 
mic Co.; E. A. Krueger, Columbus 
Mining Company; C. E. McBurney, 
Valvoline Oil Company ; A. McKean, 
Consumers Company; W. E. Mc- 
Namara, The Colgate-Palmolive- 
Peet Co.; Rose O’Connor (Miss), 
Sharp & Smith; J. D. Oakey, E. J. 
Brach & Sons; M. J. Orr, E. J. Brach 
& Sons; S. Perry, E. J. Brach & 
Sons; Charles H. Pierce, Houghton 
Mifflin Co.; R. C. Schackmann, 
(Miss), Chas. Scribner’s Sons; H. B. 
Schierman, The Florsheim Shoe Co. ; 
T. F. Seegers, The H. W. Gossard 
Company; C. E. Swanson, Henry 
Disston & Son, Inc. of Illinois; I. R. 
Wagar, E. J. Brach & Sons; L. W. 


Wicklund, Riggs Optical Company, 

The second of the required Senio, 
Certificate subjects being studied this 
year is Business Law. With oye 
thirty enrolled from the two credit 
classes, this course was started op 
February 27th. Mr. Buckley is agg. 
ciated with Northwestern University 
School of Commerce as instructo 
in Business Law and also teaches ip 
the De Paul University School oj 
Law. As suggested by the National 
Institute, the text used is Business 
Law, by Conyngton and Berg. 

For next Fall, the Credit Educ. 
tion and Management Committee of 
the Chicago Association plans to of- 
fer similar courses in the remaining 
two subjects, Merchandising and 
Public Speaking. 

For the younger men meanwhile 
Secretary J. F. O'Keefe is actively 
co-operating with and promoting Aé- 
vanced Credits and other prescribed 
courses for both the Junior and 
Senior Certificates at the Y. M,C 
A., Central College of Commer, 
evening schools of Northwestem 
University and Loyola University. 
This year Chicago expects to have 
numerous Junior Certificate holders 
and by the time of the National Con 
vention in 1930, a record number of 
Senior Certificate holders and Fe 
lows of the National Institute of 
Credit. 

C. L. Holman, a leading spirit’ 
this work in Chicago, writing to th 
CrepiItT MONTHLY, says: 

“We were much pleased at the 
visit one evening of Dr. Stephen l 
Miller, who, we all knew, had bee 
for some years the head of the Amer 
ican Institute of Banking before he 
became Executive Manager of the 
N. A.C. M. He particularly stressed 
in his short talk to us, the_possibil- 
ties of a group meeting of that sor 
in an interchange of ideas and & 
pressions. 

“This was one of the best phases 
or results of the course, at least 
me, for we always had quite a di 
cussion among us as the various top 
ics from the book were brought up 
Since practically all of the men int 
course had had years of experient 
in credits, some of the discussion 
were very interesting.” 


L y 


earn young, learn fair; Learn auld, learn mair. 


Scotch Proverb. | 
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Pan. How a Paper House Deals With Printers 
Senior 
ied this OSSIBLY because printing is tablished houses where dangerous the equipment of his plant and to give 
hover P regarded as more of a craft credit problems seldom enter; and _ essential financial facts of volume, 
» credit than a business, printers as a (2) that vast army of small and medi- accounts receivable, etc. 
rted on § whole are still curiously lax in adopt- um-sized shops, which are either From then on, the credit processes 
18 288 F ing modern cost and accounting showing a fair profit, operating at begin to differ slightly from the 
versity § methods, with consequent special virtually no profit, or actually slowly usual practice. Storrs & Bement 
Structor problems facing the houses which failing. know through experience that one out 
iches Mm § supply them. The printers in this second group of eight or ten such accounts will need 
hool ot Of all the products sold to printers, are. constantly faced by the competi- attention for delinquency. Further- 
National none entail such careful credit han- tion of larger firms which can offer more, there are many cases calling for 
Susines dling as paper stock. While manu- direct-advertising service as a sales special consideration. One of the 
8. facturers are able to retain equities in point; and they suffer also from the most frequent requests is for a post- 
Educa. such property as presses, composing ever increasing volume of new eco- dated invoice; that is, billing for 
uttee ot § machinery and type, the paper dealer nomical equipment, which their com- stock purchased and legitimately bill- 
a ot- has no other ultimate hold than the _ petitors can afford to purchase. It is able a month previous. 
maining § sual legal forms of attachment, etc. in this second group, of course, that “December is usually the heaviest 
1g anf To tell how the Storrs & Bement 95 per cent. of credit troubles arise. month for requests of that sort,” 
4 Company, of Boston, leading paper . said Mr. Nichols, “because personal 
anwhile, al handle the many cas Opening the Account expenditures are then at their sea- 
actively F considerations that arise in this field Opening an account with Storrs & sonal height. I have no set rule in 
Ing Ad. is the purpose of this article. Bement parallels closely the pro- allowing such privileges, although I 
escribet During the latter half of 1928 the cedure in any other business. Asref- am frank to say that I am pretty lib- 
ior ami f frm incurred credit losses of .866 erences the printer names other paper eral in granting them in cases where 
- MC per cent. As Raymond B. Nichols, houses where he carries accounts, or a ‘main-stay’ account of the printer 
mmeret, § credit manager of the house, points manufacturers from whom he has has been lost, or when there is seri- 
twestem F out, however, this percentage was ex- bought presses. If the references ous illness. My losses from such 
veEaae ceptional, due to the bankruptcy and all other available information courtesies are negligible. 
to have # settlement of two important accounts given are satisfactory, credit is ex- “Where the present month’s state- 
holders § in that period. The usual loss figure tended for paper stock,—in the ma- ment is of considerable amount, I ask 
nal Con- is about .148 per cent. jority of cases, to the amount of fifty that that sum be paid up promptly 
mber of The two classes of printers making dollars. If the applicant desires a before putting through a post-dated 
er up the customer list are (1) old, es- larger line of credit he is asked to list (Continued on page 32) 
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oe , Constantly faced by the competition of larger firms. 
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A statement by 


Ogden L. Mills 


Undersecretary of the Treasury 


Size of U. S. Currency 
that will begin to appear 
in July, 1929 
6 5/16 x 2 11/16 inches 


TD 
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Reduced-Size Currency 


Will Mean Economy and Convenience 


AUUULUELTOADOMAEODUNUAATL SALEM ONSEN ADEA EEA ANANDA On HUHNE 


The shaded rule shows size of U. S. currency now in use 


time for the initial issue of the 

new small-size currency. All 
kinds of currency except National 
Bank notes and all denominations 
from $1 to $20 will be included in 
the initial issue, and it is probable 
that the higher denominations of gold 
certificates and Federal reserve notes 
will be issued at the same time. The 
issue of National bank notes in the 
reduced size will follow shortly after 
the issue of the other kinds of cur- 
rency. 

The new size for the paper cur- 
rency is 6-5/16 x 2-11/16 inches. 
The principle of denominational de- 
signs has been strictly followed. The 
back designs are uniform for each 
denomination irrespective of kind. 
The face designs, likewise, are char- 
acteristic for each denomination as 
regards the important protective fea- 
tures, with only sufficient variation in 
detail to indicate the kind. Five 
kinds of paper currency are now is- 
sued—United States notes, silver 
certificates, gold certificates, Federal 
reserve notes, and National Bank 
notes. The new designs will be ap- 


J x 1929, has been fixed as the 


plied to all issuable denominations of 
all these kinds. 

The portraits assigned to the faces, 
and the embellishments provided for 
the backs, of the several denomina- 
tions, are as follows: 


Denomina- Portrait Embellishment 
on face on bac 
Washington Ornate OnE 
fern Monticello 
incoln Lincoln Memorial 
U. S. Treasury 
White House 
U. S. Capitol 
Independence Hall 
Ornate Five Hunprep 
Ornate One THOUSAND 
Madison Ornate Five THovsanp 
Chase Ornate Ten THovusAND 


The backs of the new currency will 
be printed uniformly in green; the 
faces will be printed in black, and 
the Treasury seals and the serial 
numbers will be imprinted in the fol- 
lowing colors: 


Hamilton 
Jackson 
Grant 
Franklin 
McKinley 
Cleveland 


Silver certificates 

United States notes 

Gold certificates 

Federal reserve notes...... Green 

National bank notes Brown 

For the reduced-size currency a 
new type of distinctive paper has 
been adopted. The paper basically is 
of the type developed during the past 
few years with a higher folding en- 
durance, particularly in the cross di- 


PUUOUENUALENOOUEET ACTA OALEO EOL ENAONENRN 


rection, than the paper formerly in 


use. 


The use of small segments of 


silk fiber as a distinctive feature has 
been retained, but the segments ar 
scattered throughout the sheet ani 
not localized in rows as formerly. Th 
reason for the change is that, asa 
test of genuineness, dependence may 
not be placed on an outstanding char 


acteristic, which, 


in itself, inherently 


affords no protection. 


The new small-size currency wil 
be issued through the Federal Re 
serve Banks and their branches. A 
public statement will be issued afte 
May 1, definitely fixing the issue date 
and the method of distribution. Ful 
details will thereafter be furnishtl 


every banking 
United States. 


institution in tk 
Meanwhile orders 


for the new currency cannot be #& 


cepted. 


After the huge costs of new plates 
etc., are out of the way, the Govert 
ment will make enormous savings it 
producing and handling the ne 


paper currency. 


The 900,000,00 


pieces of paper money now, weighif 
about 1,500 tons, will be replaced 
new currency weighing 1,000 tons. 


potte 
basec 
rated 
railr 






















(NT 


nerly it 
nents oi 
ture has 
ents art 
leet and 
rly, The 
at, asa 
nce may 
ing char- 
iherently 


ncy wil 
eral Re 
ches. A 
1ed after 
ssue date 
on. Full 
‘ urnished 

in th 
e orders 
ot be at 


-w plates 
. Govern 
avings i 
the nev 
0,000,000 
weighing 
placed ly 
0 tons. 












MAY, 1929 


The 






tion, 


vestments,” “Credits,” 


home to the factory. Up to 

1750 every man was a “jack of 
all trades.” Soon after 1750 the 
“spinning jenny” and “mule” made 
possible the spinning of cotton yarn 
by machinery; somewhat later these 
machines were adapted to wool and 
flax. A superabundance of yarn soon 
brought about the invention of the 
“power loom”; a few years later the 
steam engine appeared, and, by the 
time another generation had passed, 
the canal, macadam road, locomotive 
and steamship had passed the experi- 
mental stage. 

What happened in the textile 
industry was paralleled in iron and 
pottery. A new economic system, 
based upon competition, was inaugu- 
rated. Banks, factories, foundries, 
railroads and steamships multiplied 
and the great industrial world in 
which we now live was under way. 
One word differentiates the modern 
economic system from that of the 
thousand of years that preceded it, 
and that word is “capital.” 


[oe moved from the 





























Capital 


The presence of capital—that is, 
machinery, equipment and stock—as 
a part of the industrial system, meant 
that every unit of products had to 
bear, in addition to a labor and raw 
material costs, a cost resulting from 
the purchase, upkeep and depreciation 
of capital; and still other costs re- 
sulting from marketing and in- 
creased taxes. Still, the decreased 
labor cost was great enough to offset 













Economics 
of Mergers 


By Stephen I. Miller 


Executive Manager, National Association of Credit Men 


Mergers are vitally affecting so many businesses and 
individuals that it ts especially timely for the Crepit 
MonTHLY {to print this article by Dr. Miller. 
fourth in a sertes contributed to this magazine by one who 
was for several years an Assistant Professor of Econom- ; 
ics and later Dean of a School of Business Administra- ; 
He is the author of “Standard Economics,” “In- 
and “Standard Banking,” 
books of the American Institute of Banking. 


It is the 


text 


additional ex - 
penses; and 
products poured 
into the market 
at lower prices 
than ever  be- 
fore. Civiliza- 
tion had re- 
ceived its great- 
est contribution. Population multi- 
plied rapidly and human welfare im- 
proved. 

The germ of progress and change 
was fundamentally in the new eco- 
nomic order of things. In the first 
place, no two competitors produce at 
the same cost, which means that one 
is always in a position to undersell 
the other. This is true today, in 
every line of economic activity—from 
farming to industrial plants and 
transportation. Here is to be found 
the first cause for mergers. Facto- 
ries and distributing units have been 
getting larger and larger; overhead 
has increased as the result of an ever- 
increasing use of capital and increas- 
ing pressure for volume. This means 
that competition is intensified and the 
survival of the fittest becomes the or- 
der of the day. The strong increase 
their strength. The weak, becoming 
weaker, face. either liquidation or 
merger. Competition is a fundamen- 
tal cause for consolidation. 

A second cause for merger is to 
be found in an attempt to control 
supply. It is easily seen that compe- 
tition will rapidly bring about over- 
supply in the present economic sys- 
tem. Too many starting up in busi- 
ness, too many producing too much 








will soon flood the market. A few 
larger units can work more closely 
together than hundreds of smaller 
ones. It is but a step from over- 
supply to price cutting. It should be 
kept in mind that a merger resulting 
from price cutting and the absorption 
of the weak is much more wasteful 
than a merger based upon oversup- 
ply; the one waits for elimination 
while the other may anticipate the 
loss through consolidation. 

A third cause for merger may be 
found in the opportunity for gain 
through financial reorganization. 
When Company X has in mind a 
consolidation with Company Y, it is 
possible to acquire the stock of one 
or both of the companies at a price 
far below the prices that are likely 
to prevail after the news of the mer- 
ger reaches the public. In recent 
months the stock market has had its 
ear attuned to merger “talk.” This 
has been one of the leading causes 
for market activity. 

There are many economies in large 
scale business. Just how big a busi- 
ness should be in order to take ad- 
vantage of every possible saving de- 
pends upon many factors. Large scale 
administration is not adapted to every 
kind of production and distribution. 
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Generally speaking, the larger the 
fixed expense of a business, the great- 
er opportunities for savings through 
expansion. Twenty-five years ago 
it was believed that the United States 
Steel Corporation had reached the 
very limits of large scale operation. 
It would now seem that the forma- 
tion of that huge business was but 
the beginning of an era of vast enter- 
prises. When one phase of industry 
expands its operations it stimulates 
other allied lines to do the same. Thus 
large scale banking is necessary to 
finance large scale business; large 
u.lits of production are apt to be fol- 
lowed by large units of distribution. 
But it must be remembered there is 
a limit in size beyond which it will 
not pay to go. Just where this limit 
is will depend upon the kind of bi 
ness, the type and development 
equipment, the kind of administ.a- 
tion and the stability of business. At 
any rate another leading reason for 
the vast increase of mergers now 
taking place in the United States is 
the necessity for realizing every pos- 
sible economy resulting from large 
scale operations. In very recent times 
another cause for mergers is in evi- 
dence. This rather new emphasis 
grows out of the necessity of keeping 
busines stable and continuous. With 
the vast advancement in modern in- 
dustry plants can not close or even 
slow up without considerable loss. 


For some time the business world 
has been acquainted with the so- 
called vertical consolidation. This 
means that a particular type of busi- 
ness gets control of all steps in the in- 
dustry, from the production of the 
raw materials to the marketing of the 
finished product. This might begin 
with the ownership of iron mines, 
transportation lines, smelters and 
furnaces; in the automobile industry 
it would include the manufacture of 
tops, bodies, wheels and every de- 
tailed accessory ; such a consolidation 
might develop a finance company for 
the marketing of the product and 
even establish its own sales agencies. 
In many industries vertical combina- 
tion or merger has been extended and 
the purpose seems to be the control 
of the product from beginning to 
end. In this way it is believed that 
a greater stability and continuity can 
be given to the production and distri- 
bution of the product. 

The business world is also familiar 
with what is known as _ horizontal 
mergers, that is, one business con- 
solidating with a business of like 


kind. There may be limits placed by 
law upon the extent to which such 
mergers may be carried, but almost 
daily some example of this consolida- 
tion type comes to our notice. Hori- 
zontal mergers often have for their 
purpose control of supplies and the 
elimination of cut-throat competition. 

However, the newest phase of mer- 


-ger is found where a business unit 


reaches out and consolidates with 
units in entirely distinct fields of in- 
dustrial activity. Many of our lar- 
gest and most profitable corporations 
accumulate vast earnings which may 
either be paid out in dividends or 
used to acquire other businesses. As 
a result in recent years there have 
been any number of instances where 
an expansion has taken place along 
quite foreign and distinct lines. An 
automobile producer might establish 
a chain of general stores; a lumber 
company may subdivide a large tract 
of land for agricultural purposes or 
building lots. The purpose of the ac- 
quisition of a distinct line of business 
enterprise would seem to be the de- 
sire to neutralize the depression in 
one line through the control of an- 
other. It is the old maxim of not 
“putting all your eggs in one basket.” 
It often happens that in a particular 
line of business activity there is a 
slow down or slump while at the 
same time other lines may be in a 
inost prosperous condition. There- 
fore it is readily conceived that a 
large business could so consolidate 
with selective industries of other 
lines in such a way as to neutralize 
economic conditions. 

The advantages coming from great 
mergers are most numerous and at 
the same time this movement presents 
many difficulties to the industrial 
world. Those who administrate the 
destinies of these great business 
structures must fully appreciate the 
great responsibilities coming from 
this new emphasis in the business 
system. Mere size must not jeopard- 
ize but rather must protect the rights 
of the small; the interest of stock- 
holders, particularly where acquisi- 
tion takes place, must be properly 
safeguarded; cooperation with the 
community in which the larger busi- 
ness finds itself must be enlarged, 
and not curtailed; relations with 
labor must continue along broad- 
minded and _ far-visioned policies; 
the establishment of standards, codes 
of conduct and research may be ex- 
pected from these larger units of 
power. 
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Brace Bennitt 
New Central Division 
Manager, N. A. C. M, 


ea Manager Stephe 
I. Miller has announced the ap 
pointment, to take effect May 1, g 
Brace Bennitt as Central Divisig, 
Manager of the National Associatigg 
of Credit Men. 

An experienced credit executiye 
Mr. Bennitt leaves the position of 
treasurer and director of the Fo, 


Vliet Drug Company of Wichita an iy 
Oklahoma City to join Dr. Millers § pysin 
staff as successor to E. B. Moran & jarge 
now executive sales manager of Brad § conde 
street’s. men 

After valuable experience ag af out © 
salesman, he took charge of the ered. @ less 
its of his company and has been its § failur 
Credit Manager for the past five He 
years. He has found time to be on § as we 
of the most active members of th & fessi 
Wichita and National Associationsof § men 
Credit Men. Serving first as a d& & bysir 
rector, he advanced to vice-president § | wa 
and then president of the Wichita § ing | 
organization. He has edited the lol § maje 
bulletin, Credit Talk, and for several & credi 
years has acted as chief instructor of & are « 
the Credits and Collections cours § time 
given by the Wichita chapter of the § equa 
National Institute of Credit of the ® the « 
N. A. C. M. <B of 1 

As chairman of the National Trade § sales 
Group in the Drugs, Chemicals and § pen 
Allied Lines, Mr. Bennitt built up and § ques 
inspired the group, and established § duri 
co-operation with the Nationa § tate. 
Wholesale Drug Association. He@ s¢ss 
served on the N. A. C. M. Credit It a 


terchange Committee and on special 
National committees on Direct It 
quiries and Credit Protection. Hes 
now a National Director. 

One reason for the belief of al 
who know Mr. Bennitt that he wil 
make good on the job of looking after 


78 local Associations of Credit Mang | 
—with an aggregate membership ol § * 
about 13,000—is that during te ® ™ 
War he made a fine record as a to 1 
sergeant in the Motor Transpo a 
Corps handling embarkations and dé a 
barkations of troops and supplies # di 
Hampton Roads. ma 
Mr. Bennitt was born in Spring § wa 
field, Mass., was graduated at Wi | 
liams College in 1912, belongs to the wi 
Delta Upsilon fraternity, is marri¢h § be 
—and can list, among other assets, ti 
good will of a large proportion of tlt in 


members and staff of the N. A. C.™ 
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HERE are gentlemen of 
proven ability and known ex- 


ecutive, 
HON of perience, acting as trustees 
e Fox in bankruptcy, and there have been 






‘ita and 
Miller's 
Moran, 
f Brad. 


any number of instances wherein 
businesses previously operated at a 
large loss by bankrupts have been 
conducted profitably by these gentle- 
men and substantial dividends paid 
out of what was apparently a hope- 
less wreck at the inception of the 
failure. 

However, in bankruptcy matters 
as well as in other personal and pro- 
fessional lines, the most competent 
men do not always enjoy the largest 
business—a truthful axiom for which 
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resident § | was thankful while I was practic- 
Wichita § ing law. Trustees are elected by a 
he loc § majority in number and amount of 
several § creditors and like all elected officials 





1ctor of 
course 
> of the 
of the 


are occasionally dishonest and some- 
times inexperienced, lazy and un- 
equal to the efficient administration of 
the estate. The referee acts as judge 
of the bankruptcy court, confirms 
sales, approves accounts and ex- 
penditures, fixes fees and decides 
questions of law presented to him 
during the administration of the es- 
tate. He does not have personal pos- 
session of the property of the bank- 
tupt estate or knowledge of the 
handling and disposition of the prop- 
erty except such as is presented to 
him through the reports of the receiv- 
ers and trustees and an occasional ob- 
jection to an account or proceedings 
and still less frequent criticism by a 
creditor. 
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ing after 
dit Men, Prior to my appointment as ref- 
srship of § ‘tee, and while administering busi- 








ring th § "sses as assignee, I frequently re- 
as a top quested the representatives of the 
Transport largest creditors to observe the han- 


dling of the businesses, methods of 
sales, etc., and give me their opinion 
on the propriety and efficiency of such 
matters, and these requests were al- 
ways productive of results. In fact, 
I received the advice frequently 
without solicitation, always to my 
benefit and sometimes to my embar- 
fassment. Out of hundreds of bank- 
ruptey cases administered before me 
I believe I could count on the fingers 
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By Earl E. Moss 





Ear E. Moss 


of one hand the instances where 
creditors have offered any informa- 
tion or criticism concerning the ad- 
ministration of the estate. It is be- 
neath the dignity of the referee, as 
well as not his duty, to go out seeking 
advice concerning matters pending 
before him, and there should be no 
back door to the court, but when in- 
formation is conveyed to the referee 
that inefficiency or dishonesty exists 
in the administration of a matter 
pending before him, an open investi- 
gation should be conducted in court 
by the examination under oath of all 
persons having knowledge of the 
matter, and an immediate correction 
of the difficulty should be made. It 
is my custom to pursue this method 
in any instance wherein it appears 
probable, or even possible, from any 
facts conveyed to my notice by cred- 
itors or otherwise, that an estate is 
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A Bankruptcy Referee Speaks 


To a Conference of Credit Managers at Los Angeles 


Referee in Bankruptcy, Southern District of California 


being either inefficiently or dishonest- 
ly managed, or that any persons in 
any manner connected with the ad- 
ministration of a bankrupt estate are 
guilty of crimes of any sort. 


W atch the Proceedings 


The property of these estates is 
your property, as creditors, and for 
its protection and the betterment of 
these administrations you should take 
some interest in the proceedings and 
not hesitate to call to the attention 
of the referee any matter wherein 
the assets have been improperly, in- 
efficiently or dishonestly handled. I 
do not mean by this to say that your 
communication would be conclusive 
or decisive of the matter, or even evi- 
dence that the facts you stated were 
true, but it would constitute a start- 
ing point for an investigation by 
sworn testimony of the exact situa- 
tion, which, when determined, would 
result in prompt action. A trustee 
or receiver in bankruptcy in practic- 
ally every instance has no knowledge 
of the affairs of the bankrupt prior 
to his appointment and enters upon 
the performance of his duty as a 
stranger to the entire history of the 
business as well as the previous 
history of the bankrupt. Not 
only is actual perjury committed by 
bankrupts, but they also do not vol- 
unteer information concerning mat- 
ters they desire to conceal and are 
frequently so incompetent that even 
the very comprehensive examinations 
to which they are submitted fail to 
reveal facts concerning their estate 
which vitally affects property that 
may be recovered. You are ac- 
quainted with the previous history 
and business connections of the bank- 
rupt. You have his financial state- 
ments on file. It is your duty to re- 
port to the receivers and trustees as 
well as the referee, in the same man- 
ner that you would an assignee, any 
facts that may be of assistance in the 
administration of the estate or en- 
forcement of the law and until you 
have furnished the bankruptcy ad- 
ministration with the same aid and 
information that you furnish to an 


12 


assignee you cannot expect the same 
results. It is impossible to over-es- 
timate the benefit that may be derived 
in a bankruptcy administration from 
information that may be secured from 
creditors. 


Unnecessary Losses 


The observation of hundreds of 
bankruptcy cases has impressed upon 
my mind one fact, standing out above 
all others in a marked degree, the 
great economic loss resulting from 
the operation of our credit system, 
the greater portion of which in my 
opinion is unnecessary. The instincts 
of self-preservation, the greatest law 
of nature, make every man at birth a 
liar and a thief. Education and men- 
tal development tend to create within 
us a set of ideals or morals teaching 
that such conduct is not only funda- 
mentally wrong, but also that its in- 
dulgence is sure to be followed by 
punishing results. Unfortunately, 
however, these lessons are not im- 
pressed with any lasting degree upon 
the minds of a large portion of the 
people and the punishing results do 
not follow in a sufficient number of 
cases. 


Credit managers comprise a part 
of the officers of the Nation’s army 
battling to reduce the tremendous eco- 
nomic waste of credit losses, and just 
as well as their duty is performed 
will the Nation receive the benefit in 
a reduction of this waste. I deem 
it self-evident that these losses may 
be reduced to their proper percent- 
age only by according to those chron- 
ically addicted to the indulgence in 
fraud by use of credit, whether 
through incompetency or actual crim- 
inal tendencies, such treatment that 
their operations cannot be success- 
fully continued. If they are guilty 
of actual crimes it is the duty of 
every man having knowledge of the 
commission of that crime to report 
the matter to the proper officials for 
punishment. By that I do not mean 
that you need neglect your business 
and become detectives in the develop- 
ment of evidence or a prosecutor in 
presenting it to a court or jury, and | 
do not feel that you should indulge 
in hate or a wish for revenge—re- 
venge, the most futile of all desires, 
something which disturbs you while 
it is being sought and is bitter in your 
mouth when secured—but rather in- 
dulge in a love of honesty and jus- 
tice, and as a labor of love and duty 

(Continued on page 41) 
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Where Big Credit Losses 
Occur 
By F. S. Walden 


Strevell-Paterson Hdwe. Co., Salt Lake City, Utah 





F. S. WALDEN 


O assume the position of a 

banker in the mercantile field 
is to court trouble, increased over- 
head, and abnormal credit loss. 


In the period often referred to as 
“the good old days” it was the habit, 
yes, the policy of wholesalers to, in 
many instances, finance the retailer 
by carrying his account without re- 
gard to terms. Such accounts were 
gradually transferred by virtue of 
the time involved from a mercantile 
credit to a capital loan. When this 
stage had been reached the position 
of the wholesaler was more in the 
category of a partner than a creditor 
and for that reason he was helpless 
so far as doing anything about it 
without destroying the business and 
facing a large credit loss was con- 
cerned. 

When you stop to think about such 
“capital” accounts having been car- 
ried without interest charges for the 
time involved beyond customary 
terms, six months, a year, or more, 
it is difficult to discover any logic or 
sense for doing that kind of business. 
The cost of borrowed money, or cap- 
ital diverted for carrying past due 
accounts, at six or seven per cent. 
per annum compared to a possible net 
profit on wholesale volume of only a 
fraction of that percentage should be 
sufficient reasons to discourage the 
practice. 


Even though interest is charged the 
dealer, as an offset to the cost of 


borrowed money for that purpose, & 
such accounts taken as a class py 
an actual net profit over a period of 
say, five years, or time enough to jp. 
volve varied business conditions? 

Experience would dictate the big 
word “NO” with emphasis! 

The weak points in this class 9 
accounts could possibly be attribute 
to the following: 


(1) Lack of capital. 

(2) Frequent inexperience in bus- 
ness and finance. 
(3) Inability 

credit. 


to procure bank 


(4) Limited buying power. 
(5) Loss of cash discounts. 
(6) Interest on past due payables 


Under such handicaps a merchant 
must have unusual ability to succeed 
If he is compelled to pay interest m 
the major portion of invested ca 
ital by virtue of loans (mercantikk 
or otherwise), and the possibilities 
are for only a fair net profit fron 
the business, his opportunity to pa 
off the principal with any degree oi 
speed is impossible. 

The usual result is a discouragel 
debtor, a bad account for the whole 
saler, and sooner or later a liquide 
tion. 


There are, of course, many excep 
tions. However, an analysis of thi 
class of accounts by any wholesd& 
firm would, undoubtedly, show w 
“where the big credit losses occur. 


I have written this article some 
what in the past tense as if credi 
men had found the error of thet 
ways, and I believe in a measure tht 
is true. The educational work of tk 
National Association of Credit Ma 
has accomplished remarkable results 
in teaching the true basis for credi 
exchange. 


In the past credit men have att 
ally contributed to the failure 0 
merchants through greed for volum 
irrespective of sound credit print 
ples. The price has been high, tit 
moral effect bad, but we are learnift 
how to improve. 
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Helps Him Help Himself 


Believes in Personal Contact With Credit Customers 


The Views and Methods of 


Charles Mueller 


Treasurer, Roeber & Kuebler Company, Newark, N. J. 


marked on the danger of chang- 

ing horses while crossing a 
stream. Much might be said about 
the difficulties of keeping two horses, 
each pulling in divergent directions, 
on a straight course. 

This latter is, on the whole, the 
position in which credit managers in 
the wholesale drug field find them- 
selves to-day. On the one hand are 
credit principles which urge analysis, 
caution. On the other, there is the 
necessity of maintaining, and increas- 
ing, one’s volume of business in the 
face of a somewhat chaotic price- 
cutting situation prevalent in the drug 
business. Theory and practice do not 
always pull together in such a situ- 
ation. 

We have, during twenty years of 
experience, found the extension of 
credit on a strictly arithmetical basis 
unfeasible. We have had to base 
our credit policy rather on the intan- 
gible assets of character, integrity 
and human potentialities, than on the 
strictly literal interpretation of finan- 
cial statements. 

Early in my experience with our 
company I recognized that this was 
the case and therefore bent my ef- 
forts towards the development of a 
specialized policy which would fit our 
peculiar needs. In the establishment 
of our credit policy, mechanical rou- 
tine or system, has played little part. 
The accent has necessarily been 
placed upon the human element and, 
while we have worked under certain 
disadvantages, because of an upset 
condition in the drug business as a 
whole, we have likewise enjoyed cer- 
tain advantages which, to an extent, 
have acted as a counterbalance. 

Our business is confined primarily 
to the State of New Jersey. Al- 
though I would hesitate to say that 
we know every druggist in the State, 
we are personally acquainted with the 
vast majority of them. We have 
known many of the young men who 
come to us as new accounts through 
their attendance at the College of 


1 was Abraham Lincoln who re- 


Pharmacy, with which institution we 
have been closely identified. Natur- 
ally, this gives us an insight into the 
character of our customers which is 
highly useful in deciding upon the 
matter of credit extension. Like- 
wise, practically all of our customers 
are Registered Pharmacists. From 
a credit viewpoint, this means that 
an account makes a greater effort to 
maintain his business, since many 
men would hesitate to go into anoth- 
er State and take a fresh examina- 
tion after having been away from 
school for some time. 

When an order is received from an 
account new to our house, it is 
checked for credit rating by a young 
woman in our Credit Department. 
Should no rating be available, the or- 
der is referred to me. Usually, all 
new customers come in person to our 
office. Not only does this tend to es- 
tablish a contact with our house, but 
it affords me an opportunity to get a 
personal impression of the customer. 

A credit manager should of course 
possess mature judgment and be 
somewhat of a student of human na- 
ture. He has quite as much if not 
more to learn from human beings as 
from figures and data. 

I meet our new customer and talk 
with him, ascertaining the amount of 
his capital, conditions under which 
he buys his business or'starts it,- his 
location, the amount of his rental, 
terms and duration of his lease, 
whether he is married or single, pre- 
vious business experience, whether 
or not applicant is a Registered Phar- 
macist—and any other pertinent 
facts. Should we feel, after an inter- 
view, that additional information is 
advisable on the score of personal 
habits, we make discreet inquiries for 
this purpose. If the applicant for 
credit has previously been in business 
in New Jersey, either as an inde- 
pendent owner or an employee, we 
usually know of it and, if not, can 
readily find out his past record. 

Should the applicant seem an up- 
standing young man, of good char- 


acter and repute, with a well-located 
store at a rental which seems reagop. 
able, we will extend him credit, even 
though his financial statement—takep 
alone—would not warrant the risk. 

Depending, as we do, largely upon 
character as a basis for credit, we feel 
that it is necessary for us to main. 
tain a personal knowledge of our cus. 
tomers. I have made it a practice tp 
keep in touch with our customers 
both formally and informally and 
know perhaps 95 per cent. of them 
reasonably well. Frequently, while 
motoring, I drop in on custom 
ers. Sometimes I make trips espe. 
cially to call on certain accounts. 

This contact not only establishes 
friendly relations, but gives mea 
somewhat closer insight into our eu- 
tomer’s problems than would be pos- 
sible otherwise. 

We often practice Business Ser 
vice in advising customers in their 
own bookkeeping, merchandising ant 
credit problems. 

When an account becomes overdue, 
we accompany our statements witha 
letter. Each month a new letter is 
used for this purpose. Should this 
letter, with others as the case may 
seem to require, prove ineffective, 
our salesmen render us assistance @ 
supplementary collectors. This step 
is only taken when an account 
much past due and letters hart 
proved ineffective. 


A Debtor’s Unfairness 


Like all firms, we have had & 
counts which have allowed their it 
debtedness to us to become past dit 
and then transferred their purchass 
to another house, buying either on@ 
cash basis or receiving addition 
credit. I have never hesitated to tél 
a man who owes us money and take 
his business elsewhere that I conside 
his actions unfair. 

I do not, in such instances, mime 
my words, yet I have seldom founl 
anyone who took umbrage at i 
frankness. For there are few mé@ 
who have not a sense of justice ™? 
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Charles Mueller is a 
credit executive, an im- 
portant part of whose 
duty, as he conceives it, 
is to keep in close per- 
sonal with his 
customers — preferably 


touch 


on their own premises. 


which an appeal can be made. Most 
debtors recognize the manifest un- 
fairness of this situation, when it is 
pointed out to them, and we are usu- 
ally successful in working out a rea- 
sonable method of. reducing the in- 
debtedness and keeping the current 
business on a discount basis. 

Overdue accounts have behind 
them a vast variety of causes. Re- 
tail turnover, an unexpectedly rapid 
change in the character of a neighbor- 
hood, the death of certain physicians, 
intensive competition, old fashioned 
fixtures—any of these factors might, 
to a major or minor degree, affect 
the business of the retail druggist 
and cause him to slow up in his pay- 
ments. 

As a wholesale drug house, we are 
prepared to fill every need of the re- 
tail druggist, with the exception of 
soda fountain supplies. We main- 
tain a stock of 30,000 different items 
and are invariably among the largest 
creditors. 

A certain amount of adjustments 
seems inevitable. In this respect, I 
have always supported the local Ad- 
justment Bureau approved by the 
National Association of Credit Men, 
and have strongly favored that meth- 
od when there was any chance of all 
creditors participating ratably in the 
settlement. Should the case be one 
in which the Adjustment Bureau 
‘ould not practically function, I be- 
lieve that a close analysis of every 
factor involved will usually suggest 
action which will conserve some as- 
sets, if not completely reclaim the ac- 
count. It is certainly short sighted to 
Push a debtor into a bankruptcy that 
is hopeless from the creditor’s stand- 
pomt when, by working with him, 
anything can be saved. The turning 





of an old debt into a large and profit- 
able account through constructive 
adjustment seems, to me, to be one 
of the compensating satisfactions of 
credit work. 

Adjustment Bureaus are of very 
real assistance to credit executives 
and have made possible settlements 
which, prior to their organization, 
could not have been effected. At 
present there is a case under the su- 
pervision of our Bureau which, had 
it been handled on a_ bankruptcy 
basis, would not have yielded a nickel 
for anyone. Yet I feel confident that, 
through proper extension of time, the 
matter can be worked out so that 
every creditor will ultimately be paid 
in full. 

This case is interesting because of 
its unusual aspects and the ethical 
question which it raises. The account 
was a large and profitable one for 
many years. The customer’s wife 
became seriously ill. A number of 
expensive operations could not save 
her life. Subsequently, the customer 
himself became seriously ill for nine 
months. This protracted misfortune 
drained his resources. His account 
was in very bad shape. Yet this was 
due solely to matters beyond his con- 
trol. In such a case would the proper 
procedure be to recognize his former 
standing, remember his years of 
prompt payment—or would it be cor- 
rect to be callous in the matter and 
possibly force a bankruptcy? Need- 
less to say the question is academic 
rather than real, since all creditors 
want to see this man on his feet 
again. 

Another instance in which the Ad- 
justment Bureau gave splendid aid 
was that of an account which seemed 
hopelessly bankrupt. A meeting of 
















































creditors was arranged. Liabilities 
were found to be about $22,000. We 
were among the larger creditors and 
concurred in a plan which included 
having new capital put into the busi- 
ness and the extension of ten-day 
credit, in order to continue opera- 
tions. All creditors were then divid- 
ed into three groups, large, medium 
and small. The small creditors were 
paid in full the first year, the medium 
the second year and the largest cred- 
itors paid in full two years later. The 
business is still in existence, under 
the same management, and is appar- 
ently very prosperous. 


Credit Broad as Mankind 


Our experience has been that cred- 
it information from sources nominat- 
ed by the applicant for credit must be 
accepted with a grain of salt. It is 
only human nature, when giving ref- 
erences, to mention only those which 
are at least fair, if not good. It is 
often difficult to find out exactly how 
an account stands until you have 
actual experience with that account. 
‘Pime is a great revealer. In general, 
the motto of the National Association 
of Credit Men applies—Vigilance, 
eternal watchfulness. One never 
knows what may happen. The fol- 
lowing two examples serve to illus- 
trate my viewpoint which might, per- 
haps, be summed up by saying that 
credit is broader than ledgers or sys- 
tems; it is as broad and varied and 
filled with the unexpected as mankind 
itself. 

We had on our books a very good 
customer, discounting regularly and 
purchasing substantially. He had a 
brother, a physician, through whom 
he obtained a great deal of profitable 
(Continued on page 39) 
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Two Months’ Convictions 


(January and February, 1929). 


Credit Protection Department of the National Association of Credit Men 


CasE 


Star Furn. & Carpet Co. 
Pt. Richmond, Staten 
Island, N. Y. 
(floor covering) 
Manuel S. Jardin, 
New Bedford, Mass. 
(clothing ) 
Economy Wholesale Gro. 
‘Co 


Detroit, Mich. 
(groceries ) 
T. B. Stockard & Sons, 
Lewisville, Tex. 
(gen’l mdse.) 
Marshak Furniture Co. 
5912 W. Chicago Ave. 
Chicago, Ills. 
(furniture) 
Harry L. Cohen, 
Sherman, Texas. 
(gen’l mdse.) 


Liberty Candy Co. 
Cleveland, Ohio. 
( Confectionery) 
Wm. O. Robinson, 
Ft. Smith, Ark. 
(gro.) 
Mark Horowitz, 
Chicago, Ills. 
(Jeweler) 
Hines Lumber & Coal 
Co. 
El Paso, Texas. 


Lippman & Adasko, 
New York City. 
(textiles ) 
Star Furn. & Carpet Co. 
Port Richmond, Staten 
Island. 


Austin E. Gibson, 
Washington, D. C. 
(heating & plumbing) 
Klein Stove Company, 
Philadelphia, Pa. 
(stoves & hdwe.) 
Parks Shoe Company, 
Ambridge, Pa. 
Harry Engelberg, 
haw, Miss. 
(gen’l mdse. ) 
Dave Dicken, 
Detroit, Mich. 
(furniture ) 
Levich Furniture Co., 
Sioux City, Ia. 
(furniture) 
Liberty Candy Co., 
Cleveland, Ohio. 
(confectionery ) 
Harry Schwartzberg, 
American Radio & 
Mig. Co., Kansas 
City, Mo. 
(radios) 
Samuel Boorda, 
South Bend, Ind. 
(gen’l mdse.) 
Samuel Schwartz, 
Los Angeles, Calif. 
(woolens) 
Samuel Suskin, 
Denver, Colo. 
(grocer ) 


Persons CoNVICTED 


Walter J. Fox 
Samuel Smith 
Murray Gold 
Joseph Greenberg 
Manuel S. Jardin 


Jos. Orifino, alias 
Thos. Toti 


Fred Duwee 


Max Marshak 
Sam Skolnik 
A. Bloom 


H. L. Cohen 

R. M. Cohen 

H. L. Cohen 

M. Cohen 

Joe Benjamin 

P. A. Demopoulos 
Nick Palakitsis 


Wm. O. Robinson 
M. Horowitz 


R. Emmet Hines 


Louis Lippman 
Nathan Adasko 


Isaac L. Rosenstein 
Louis Marcus 

Irving Levy 

Morris Gleit 

John Palmer 

Austin E. Gibson 
Mrs. Austin E. Gibson 


Samuel Klein 


C. E. Parks 

Harry Engelberg 
Dave Dicken 
Walter Russell 

P. O. Levich 

P. A. Demopoulos 
Nick Platkitsis 
Harry Schwartzberg 
Charles Jacoby 
John Hogan 
Arthur Hogan 


J. J. Thomas 
Samuel Boorda 


Samuel Schwartz 


Samuel Suskin 


CHARGE 


Conspiracy & 
Concealment 


Violation Postal Laws 


Concealment 


Concealment & 
Conspiracy 


Concealment & 
Conspiracy 


Concealment & 
Conspiracy 


Contempt 
Perjury 
Concealment 


State Statutes 
False financial statements 


Issuance of false financial state- 
ment 


Conspiracy to conceal assets 


Conspiracy to conceal assets 
Receiving merchandise under false 
pretenses 

Violation of Postal Laws 
Postal Laws 

Embezzlement 

Embezzlement 

Concealment 

Contempt 

Contempt 

Concealment 


Conspiracy 
(to conceal assets) 


Postal Laws 
Violation Postal Laws 


Contempt of court 


SENTENCE 
Sentence deferred 


Suspended sentence of 1 year, 
fined $500 and placed on probation 
for 1 year. 

2 Yrs. Lev. Pen. 


$100.00 fine 


1 yr. 1 day Lev. Pen. 
90 Days County Jaii 
$100.00 & cost 


15 Mos. Lev. Pen. 

2 yrs. Lev. Pen. 

2 yrs. Lev. Pen. (Suspended) 
2 yrs. Lev. Pen. 

1 yr. 1 day Lev. Pen. 


Remanded to Custody 
2 yrs. Lev. Pen. 
$250.00 fine 


$100.00 & cost 


Sentenced to 30 days 
Sentenced to 30 days 


5 years $2,500 fine 
2 years 

18 months 

1 year 

1 year 

Deferred 


Deferred 


Paroled 

Fined $100 and cost 

6 mos. County Jail & $500.00 fine 
2 yrs. (Suspended) 

4 mos. Woodbury County Jail 


4 mos. Dayton Workhouse 
4 mos. Dayton Workhouse 


1 yr. County Jail (suspended) 


Sentenced to L. A. County Jail— 

1 year, 2 counts; sentence to rum 
concurrently. Sentence sus 

Ordered confined County Jail until 
he turned over $720.00 to Trustee. 


A Total of 657 Convictions from June 1, 1925, to February 28, 1929. 


Suggestion: The above information will enrich your credit files! 


‘Rm oso BeBe ps 
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Convictions in December 1928, omitted from last issue of the Crepir MonTHLY 


E. & B. Boston Store, Wm. Ellison Vio. Sec. 29B 1 yr. 1 day Atlanta Pen. 
Wapokoneta, Ohio. : : 
(gen’l mdse.) 


Lorain Army & Navy _ I. H. Kramer Violation Postal Laws 60 days County jail 
Store, 
Lorain, Ohio. 
(army gds.) 


Sam Stein, Sam Stein Violation Postal Laws 18 mos. Atlanta Pen. 
Alliance, Ohio. 
(retail shoes, dry 
gds.) 


Negim & Co., Chas. Negim Violation Postal Laws Sentence Deferred 


Quapaw, Okla. Lewis Bay Violation Postal Laws Sentence Deferred 
(gen’l] mdse.) 


Windsor Pharmacy, Aurel Filsinger Contempt of Court Waived 
16225 Kinsman Blvd. 
Cleveland, Ohio. 
(Pharmaceutical 


gas) 


The End of a Beautiful Friendship by H.7T. Webster | 





Fair Dealing Established 


(¢67p EFORE the National Asso- 
'B ciation of Credit Men was fEGRuARyY 


organized and before the Bankruptcy : “ll WiLL ASSIST US GREATLY. | SoU HAVE RROBASLYOVER- 
Law was put in force every competi- : PLEASE FoRW Looe UTS TANONG 
tor was in league with some customer ’ : 7 ' Ovi REMITTANCE 

io accomplish results without regard 

for consequences. This I know from 

personal observation. Thanks to the 

efforts of your Association, this at 

last is changed,” said S. A. Past, 

Chattanooga manager of R. G. Dun 

& Co., at the last meeting of the 

Chattanooga Association of Credit 

Men. “You have so successfully ad- 

vocated fair dealing that today from 

ocean to ocean the books of virtually Guaene c ADOAY LAST Day “To “teas pee, meee 
every reputable house are open to | Agort: PLEA TAKE ADVANTAGE OF Ime MATELY FoR Ar 
other competing firms and the inter- | WwoTH REMITTANCE CASH DISCOUNT pu OUNT. THARK . 
change of ledger experience on a na- ™ i sae 
tionwide scale has resulted in an ex- t OLo Joe i Tica PLL WRITE 
pansion and protection of trade al- OPPORTU Are , STEM A Wweer<- 
most beyond calculation. Today the 
Manufacturer or Jobber who does 

not have confidence in or respect for 

his commercial adversary is not likely 

to be a leader in his line. In my opin- 


ion you have builded well. 





“Through looking backward I can iis 
see how a long step forward has been Have Geen “Tt” LAST Cont 'S 
taken Seeete the Brotherhood of Helou eee URGe Sian piace Marre = Non aur enor. 
Man. Continued devotion to the 
same cause seems to me the safe way 
to avoid future difficulties. Trust: 
ing in the sound logic that right, not 
might, is bound to prevail I feel con- 
fident that, in the light of your ex- 
ample, the day will eventually come 
when all men, and finally even Mer- 
cantile Agency representatives, may 
learn to trust each other.” 


Courtesy N. Y. World. 






























N up-to-date Credit Manager, 

turning over the pages not 

long ago of the “Commen- 
taries of the Laws of England by 
Sir William Blackstone, Knight, one 
the Justices of his Majesty's 
Court of Common Pleas,” read with 
not a little regret for the good old 
days that are gone, Chapter XXX1, 
“Of Title by Bankruptcy.” 

Times have greatly changed, he 
noted, in Judicial and business cus- 
toms since the famous jurist made his 
last commentary, and departed, in 
1780, this vale of tears. 

Here are some of the passages that 
iuterested the modern Credit Man- 
ager: 

“And at the third meeting” of cred- 
itors, “at farthest, which must be on 
the forty-second day after the adver- 
tisement in the gazette, unless the 
time be enlarged by the lord chan- 
cellor, the bankrupt, upon notice also 
personally served upon him, or left 
at his usual place of abode, must sur- 
render himself personally to the com- 
missioners; which surrender, if vol- 
untary, protects him from all arrests 
till his final examination is past: and 
he must thenceforth in all respects 
conform to the directions of the 
statutes of bankruptcy; or, in default 
of either surrender or conformity, 
shall be guilty of felony without 
benefit of clergy, and shall suffer 
death, and his goods and estate shall 
be distributed among his creditors.” 

“In case the bankrupt absconds, or 
is likely to run away, between the 
time of the commission issued, and 
the last day of surrender, he may by 
warrant from any judge or justice of 
the peace be apprehended and com- 
mitted to the county gaol, in order 
to be forthcoming to the commis- 
sioners ; who are also empowered im- 
mediately to grant a warrant for 


ol 





The Bankrupt in Blackstone’s Day 


seizing his goods and papers. 

“When the bankrupt appears, the 
commissioners are to examine him 
touching all matters relating to his 
trade and effects. They may also 
summon before them, and examine 
the bankrupt’s wife, and any other 
person whatsoever, as to all matters 
relating to the bankrupt’s affairs. 
And in case any of them shall refuse 
to answer, or shall not answer fully, 
to any lawful question, or shall re- 
fuse to subscribe such their examina- 
tion, the commissioners may commit 
them to prison without bail, till they 
submit themselves and make and sign 
a full answer; the commissioners 
specifying in their warrant of com- 
mitment the question so refused to 
be answered. And any gaoler, per- 
mitting such person to escape, or go 
out of prison, shall forfeit 500 
pounds to the creditors. 


Penalties 


“The bankrupt, upon this examina- 
tion, is bound upon pain of death to 
make a full discovery of all his estate 
and effects, as well in expectancy as 
possession, and how he has disposed 
of the’ same; together with all books 
and writings relating thereto; and 
is to deliver up all in his own power 
the commissioners; except the 
necessary apparel of himself, his 
wife, and his children; or, in case he 
conceals or embezzles any effects to 
the amount of 20 pounds or with- 
holds any books or writings with in- 
tent to defraud his creditors, he shall 
be guilty of felony without benefit of 
clergy; and his goods and estates 
shall be divided among his creditors. 

“And unless it shall appear, that 
his inability to pay his debts arose 
from some casual loss, he may, upon 
conviction by indictment of such 
@ross misconduct and negligence, be 


to 





set upon the pillory for two hous 
and have one of his ears nailed to th 
same and cut off. 

“After the time allowed to th 
bankrupt for such discovery igs ¢. 
pired, any other person voluntary 
discovering any part of his estate, he 
fore unknown to the assignees, shal 
be entitled to five per cent. out of the 
effects so discovered, and such fg. 
ther reward as the assignees and com. 
missioners shall think proper. Apé 
any trustee wilfully concealing th 
estate of any bankrupt, after the e. 
piration of the two and forty days 
shall forfeit 100 pounds, and double 
the value of the estate concealed, ty 
the creditors. 

“Hitherto every thing is in fayoy 
of the creditors; and the law seems 
to be pretty rigid and severe againg 
the bankrupt; but, in case he prove 
honest, it makes him full amends for 
all this rigour and severity.” [Black 
stone does not describe how the bank- 
rupt’s ear is to be reattached to his 
head. | 

“For if the bankrupt hath made a 
ingenuous discovery, of the truth and 
sufficiency of which there remains no 
reason to doubt, and hath conformed 
in all points to the directions of the 
law; and if, in consequence thereof, 
the creditors, or four parts in five of 
them in number and value, but non 
of them creditors for less than 2) 
pounds will sign a certificate to thi 
purport; the commissioners are then 
to authenticate such certificate um 
der their hands and seals, and to 
transmit it to the lord chancellor, and 
he, or two of the judges whom he 
Shall appoint, on oath made by the 
bankrupt that such certificate was 
obtained without fraud, may allow 
the same, or disallow it, upon caus 
shewn by any of the creditors of th 


bankrupt.” 
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Farmer Borrows from Five Banks 


By Frank W. Simmonds 


Deputy Manager, American Bankers Association 


In the March Credit Monthly Mr. 
Simmonds pointed out the advan- 
tages of a co-operative credit bureau 
set up by the banks of a commumity, 
in order to protect themselves agaist 
multiple borrowing. He furnishes 
herein a further example of a bor- 
rower who, in the absence of such a 
bureau, was able to secure funds 
from fe different banks. 


A bank president, Sam Caro- 
way, living in an Eastern city, 
told me recently how all the banks 
in his city of 20,000 inhabitants were 
outwitted by a farmer who could 
neither read nor write except to sign 
his mame. There are five banks in 
this city, which is located in a farm- 
ingcommunity. About 12 years ago, 
afellow whom we will call Jim Jones, 
moved into the community and after 
afew years, married the daughter of 
a well-to~<io farmer, who was direc- 
‘Orin one of the banks. Jim was 
ogee had always taken care 

whis obligations, and was regarded 
aa desirable citizen. He traded in 
mules and live stock on a small scale, 
and seemed to be doing well. Natur- 


ally, Jim did his banking at his 
father-in-law’s bank. 

One day, several years ago, Jones 
happened to be in Caroway’s bank. 
Caroway, being eager—as most bank- 
ers are—for new business, asked Jim 
if they couldn’t do a little banking 
business with him, and Jones replied, 
“T might be able to do something 
along that line a little later.” 

Shortly afterwards Jones came into 
the bank, and said he would like to 
open an account and would like to 
borrow a thousand dollars. He ex- 
plained that he had been doing his 
banking at his father-in-law’s bank, 
and admitted that he had a small in- 
debtedness on his business, but that 
he proposed to clear up this indebted- 
ness immediately, and that he would 
close his account at his father-in- 
law’s bank—except for a savings ac- 
count which he preferred to keep 
there for family reasons. Caroway, 
satisfied, made Jones a loan of 
$1,000. 

Nothing out of the way happened 
for several months, until one day the 
cashier came to Caroway’s desk and 
said, “Jim Jones wishes to draw $500 


in cash.” Inasmuch as it was rather 
unusual for anybody to draw out such 
a large amount in cash without a spe- 
cial reason, Caroway invited Jones 
into his office and asked him why he 
did not make the withdrawal by 
check. 

“T can neither read nor write, ex- 
cept to sign my name,” Jones replied. 
“T got stung one time by signing my 
name to a paper which I thought was 
for one amount and which turned out 
to be for a larger amount, so, when 
I buy live stock now, I sign my check 
for the money at the bank. I am will- 
ing to trust the banker, but not an 
outsider. I can count the cash—then 
I know I am right.” 

Nothing else unusual occurred in 
the account over a period of five or 
six years. Jones was allowed grad- 
ually to increase his indebtedness to 
the bank until he owed it about 
$6,000. As he was well regarded, in 
good standing, the bank did not 
worry about it. 

About a year ago, one of the of- 
ficers of Caroway’s bank got a hunch 
that Jones was not as good a risk as 
people: generally thought; but ad- 
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mitted that there was nothing tangi- 
ble on which he could hase his sus- 
picions. About this time, money got 
a little tight, so Caroway called in 
Jones, and suggested that he reduce 
his indebtedness at least 50 per cent. 
Jones readily promised to do so, pro- 
vided the bank would lend him $500 
more, which he wished to use in fat- 
tening out a bunch of hogs, and prom- 
ised that as soon as he sold them and 
got returns from the sale, he would 
cut his indebtedness to the bank in 
half. Becoming a little suspicious, 
Caroway asked him to make an addi- 
tional financial statement, and also in- 
quired if he had any other bank ac- 
count. The answer was an emphatic 
“no!” 


Spotted 


Not long after that, one of Caro- 
way’s bank associates reported to him 
that he had seen Jones making a de- 
posit in another bank. Caroway 
questioned Jones about the matter, 
told him that he had been observed 
making a deposit at another bank and 
asked him what it meant, inasmuch 
as he had previously assured Caro- 
way that he was doing business only 
with Caroway’s bank. Jones promptly 
replied that the deposit had been 
given him by a neighbor to deposit as 
an accommodation. As this appeared 
to be a reasonable explanation, the 
matter was dropped. About a month 
later, when Caroway urgently pressed 
Jones for a substantial reduction of 
his loan, Jim became very much ex- 
cited, and finally exclaimed: 

“My God, man, I never intended to 
defraud you!” Caroway realized 
then that the “blow-up” had come. 

And this is how the other banks 
found out about his multiple bor- 
rowings: The president of one of 
the banks which we will call the 
Third Bank, knew that Jones was 
planning to ship several carloads of 
hogs. It developed later that Jones 
owed this bank $20,000 and had 
promised him, as he had promised 
Caroway, to reduce his indebtedness 
as soon as the hogs were sold. This 
third banker, chatting one day with 
one of Jim’s neighbors, casually 
asked him if Jones had shipped his 
hogs and he replied : 


“Why, yes, we both got our returns 
and deposited them over at the Fourth 
Bank.” 


This was news to the banker that 
Jones was doing business elsewhere. 
He immediately went to the Fourth 


Bank to talk the matter over with its 
president, who has the reputation for 
being one of the most conservative 
and reticent bankers in existence. 
After a few preliminaries, the two 
bankers got down to brass tacks. 

“Mr. President,” said the third 
banker to the fourth, “I’d like to 
check up with you on Jim Jones’s ac- 
count.” 

“Well,” said the Fourth Bank 
president, “you probably know that 
I make it a practice never to discuss 
the accounts that people have at our 
bank. However, I may say to you 
that I consider Jim Jones one of our 
best customers and one of the most 


highly respected men we have on our 
books.” 


“That may be true,” said the 
president of the Third Bank, “but 
does he owe you any money ?” 

There was an impressive pause, 
which was interrupted by the presi- 
dent of the Third Bank stunning his 
reticent banker friend by volunteer- 
ing the information that Jones owed 
the Third Bank $20,000. At this 
news, reticence vanished as the fourth 
banker admitted that Jones owed his 
bank $12,000 and these two bankers 
immediately set out to protect their 
institutions. They forced Jones to 
sell all his personal property, the most 
valuable of which was live stock, and 
deed over his farm to them. They 
also attempted to get the city prop- 
erty which Jones owned, but he re- 
fused to give up any more than his 
farm and live stock. 

It was at this juncture that Jones 
came to Caroway and confessed his 
multiple borrowing and related how 
he had deeded over his farm and live 
stock to satisfy in part the claims of 
the third and fourth bank, and that 
he had not turned over to them two 
small city houses as he wished to hold 
these out in order to help him to pay 
Caroway. The banker tried to get 
him to turn over these two small town 
properties to him as partial payment 
of what he owed the bank, but he 
objected, on the ground that he was 
saving one of the properties to make 
partial payment on a debt he owed the 
Fifth Bank. This gave Caroway his 
first inkling that Jones had been bor- 
rowing money from the Fifth Bank 
also. Jones, it now appeared, had 
become heavily indebted to every 
bank in the city. 


When the president of the Fifth 


Bank learned of what had happened, 
he “blew up” and announced that he 
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would throw Jones into bankry 
but was reminded that the [linojs 
law prevents anyone throwing , 
farmer into bankruptcy. 

About this time, the disillusioneg 
old father-in-law died, and when th 
will was probated it was found tha 
he had left everything to his dangh. 
ter, and upon her death to her chi. 
dren. Jones was not really a crook 
He had simply found credit easy ang 
went from one bank to another, bor. 
rowing more and more. He was do 
ing a lot of trading and evidently was 
losing more and more as he ‘wen 
along. He hoped to make enough 
some day to pay everybody, but he 
failed. As Caroway says, the mor 
is plain—bankers ought never to 
make credit cheap, and if they have 
credit bureau facilities duplicate bor. 
rowing of this kind is impossible. 


Balance of Trade 


N.his address to the Sixteenth Ne 

tional Foreign Trade Convention, 
in Baltimore, on April 19, James A 
Farrell, president of the United 
States Steel Corporation and chair 
man of the National Foreign Trade 
Council said that an incomplete pic 
ture of foreign trade conditions js 
often conveyed “through insistence 
upon the so-called ‘balance of trade; 
or the difference between the valu 
of imports and of exports. 

“The popular inference seems to 
be that every dollar by which th 
value of exports exceeds imports isa 
dollar added to the national wealth 
and vice versa. Accurate statistics, 
which might furnish the key to th 
problem of intake and outgo, hav 
probably never been drawn because 
it would involve so many elusive 
items that the figures of balance oi 
trade furnished by official statistics 
cannot be regarded as the exact eque 
tion of commercial relations.” 






Education for Borrowers 


N an editorial in the March 2% 
sue of the Banker & Tradesman, 

a plea is made for the “friendly. edu- 
cation” of borrowers by Credit Men. 
The Credit Man, having decided 
against extending credit to a bor 
rower, ought to go one step further 
and point out to the borrower why 
he is a poor credit risk and how ht 
can make himself a good one. This 
credit education will build up “ane 
panding army of good customers ft 
all sorts of goods and services.” 
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A Message to the N. A. C. M. 


From Governor Theodore Christianson of Minnesota 


HE people of Minnesota are 
happy to know that the Na- 


tional Association of Credit 
Men will hold its annual convention 
in this State this summer. 

It will interest you to know that 
the 2,600,000 men, women and chil- 
dren who constitute the population of 
Minnesota represent many groups 
and racial strains. Here the blood 
of New England, New York and 
Pennsylvania is being mingled with 
that of Great Britain, Ireland, Ger- 
many and Scandinavia in a new syn- 
thesis, 

The New England and Scandina- 
vian influences were potent in the 
building of the State; here the Puri- 
tans of two continents met. They 
were buttressed by thousands of Ger- 
mans, who by their stability, indus- 
try and integrity have strengthened 
the commonwealth. And we have 
enough Irish to man the police forces 
and hold some of the more important 


offices! These, who constitute the 
principal elements of the earlier pop- 
ulation, have been supplemented in 
recent years by a small sprinkling of 
the best stocks of southern and east- 
ern Europe, who are showing a com- 
mendable desire to fit themselves as 
soon as may be into the economic, so- 
cial and civic structures of America. 

In the main, the people of Minne- 
sota are of pioneer stock. And what 
pioneers they were—these grand- 
fathers and grandmothers of the 
Middle Border! They had strength 
—strength of body, mind and char- 
acter—to bear the burdens and en- 
dure the hardships of the wilderness. 
They had patience—the willingness to 
wait through long and anxious years, 
until the seed they sowed could grow 
to fruit or blossom into flower. And 
they had vision—the discernment to 
see that around the source of the 
great Mississippi was all that a strong 
and patient people needed to build 


a great commonwealth. 

No inventory can be given you, 
in this brief message of the resources 
of Minnesota in agriculture, industry, 
mining, commerce. To those who 
visit us this summer we must, how- 
ever, emphasize that there is inspira- 
tion in Minnesota’s charming out-of- 
doors that is known as the “Land 
of 10,000 Lakes.” This name has 
been challenged and it must be ad- 
mitted that there are not exactly 10,- 
000 lakes in Minesota. I want to be 
candid and truthful, and must there- 
fore announce to the world that there 
are 11,000. 

As a summer home the Land of 
Sky Blue Waters each spring renews 
its welcome to the 40,000,000 peo- 
ple of America’s great Mid-West to 
the vacation-land where lake beaches, 
clear streams, cool forests, broad 
highways and vista-giving hills offer 
each year the wholesome recreation 
that really re-creates. 


“You Will Enjoy Minneapolis” 


By D. D. Tenney, President of the Minneapolis Civic & Commerce Association 


E anticipate with pleasure the 
coming of the delegates and 
visitors to the 1929 convention of 
the National Association of Credit 
Men. Speaking for the business men 
of Minneapolis I bid you welcome. 


Great plans have been made by your 
local committee not only to insure an 
attractive business program but 
splendid entertainment as well. You 
will enjoy Minneapolis. Here you 
will ‘find all of the conveniences of 


a metropolis and the attractions and 
comforts of a summer resort. We 
invite you not only to come for the 
convention but to bring the family 
and plan a vacation in “The Land of 
Sky Blue Water.” 
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The Clans Are Gathering 


By W. S. Swinsgle 


Director, Thirty-fourth Annual Convention, N. A. C. M. 


N all sec- 
tions of the 
country the 


organized credit 

men are making 

their plans to 

send delegations 

to the Conven- 

tion at Minne- 

apolis. At this 

writing, the plans are entirely tenta- 
tive, and should be checked up 
through the secretaries of local Credit 
Men’s Associations. 

The Los Angeles delegation is ex- 
pecting to merge with the San Fran- 
cisco delegation on Saturday, June 
15 and to proceed from Portland 
and Seattle, picking up delegates on 
the way and arriving in Vancouver, 
B. C., by way of Victoria, June 17. 
The combined party will reach Lake 
Louise on the morning of the 18th, 
spend a day and a night there and 


motor over to Banff on the morning 
of the 19th. The delegates will spend 
a day in Banff and arrive at Regina 
the evening of June 20. 


Hands Across the Border 


At Regina, the annual convention 
of the Canadian Credit Men’s Trust 
Association, Ltd., will be in full blast, 
and Friday, June 21, has been desig- 
nated as “America Day.” A lunch- 
eon meeting and other attractive fea- 
tures will be provided by the Cana- 
dian organization for the visitors. 
President Rock and Eastern Division 
Manager Phillips of the N. A. C. M., 
will be speakers on this occasion, and 
there will also be an address by an 
American not associated with the or- 
ganization. 

The New Orleans credit executives 
are planning to send a delegation 
headed by Major T. J. Bartlette. 
From Atlanta will come a delegation 


Jed by past-president Herbert — 
Choate, now a director, and inclyd 
ing two other national directors. One 
Atlanta delegate writes that he js 
looking forward with great pleasure 
to seeing the beautiful State of Min. 
nesota again, and that a number of 
Atlanta delegates will probably ar. 
rive in Minneapolis by motor. 

The head of the Louisville delegg- 
tion to the Convention will be E. 1. 
Heller of the Citizens-Union Na 
tional Bank who recently arranged 
for the showing of moving pictures 
sent to the Louisville Association by 
the Minneapolis Convention Com- 
mittee. There will be a special car 
containing Louisville delegates at- 
tached to the Pennsylvania train 
leaving Louisville Saturday night, 
June 22, via the Northwestern Route 
from Chicago to Minneapolis. 

“The Kansas City Association is 
again sponsoring a special movement 
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to the Convention,” Roy S. Kemp, 
chairman of the Transportation 
Committee, of the Kansas City As- 
sociation, writes: 


“We are again sponsoring a special move- 
ment to the Convention. Last year the 
trip over the Northern Pacific, out of the 
Twin Cities, was one long to be remem- 
bered. This year we are to have a special 
train over the Rock Island with at least 60 
delegates. 

“We expect the following Associations 
to join us in this movement as they did 
last year—Denver, Pueblo, Austin, Beau- 
mont, Dallas, El Paso, Fort Worth, Hous- 
ton, San Antonio, Waco, Wichita Falls, 
Oklahoma City, Tulsa, Wichita and St. 
Joseph. Our March meeting was devoted 
to the Convention and we had the pleasure 
of seeing a special film through the cour- 
tesy of the Minneapolis Association—in 
addition to this we had a film on Yellow- 
stone National Park. 

“We believe that many of our members 
will drive through and we are in position 
to supply any member, upon request, with 
a special road map of Iowa and Minnesota. 
These maps are furnished by the Pills- 
bury Flour Mills, Minneapolis. 

“Our experience last year convinced us 
that this combined movement is of great 
benefit to all—it combines business with 
pleasure, and brings us all a little closer 
together.” 


The St. Louis contingent, accord- 
ing to Orville Livingston, will travel 
via the Chicago & Alton to Chicago 
and then by the Chicago, Milwaukee 
& St. Paul to Minneapolis and will 
probably charter a special train. 


The Detroit delegates will embark 
on the Steamer Huronic of the 
Northern Navigation Company leav- 
ing Detroit, at 11 p. m. on June 19. 
O. A. Montgomery of Detroit says 
that the entire Pittsburgh delegation 
will come to Detroit and join in on 
this trip, and that any other associa- 
tions desiring to do likewise will be 
welcome. Such arrangements should 
be made promptly through the secre- 
taries of local associations. 


The Pittsburgh side of this move- 
ment is described by L. I. MacQueen 
as follows: 


“The Credit Association of Western 
Pennsylvania Delegation will leave Pitts- 
burgh at noon on June 19, and will pro- 
ceed by rail to Detroit, arriving there in 
ample time to join with the Delegation of 
the Detroit Association, and to be ferried 
over to Windsor, Canada, where we will 
board the Huronic. From Windsor we 
will proceed to Sarnia, where we will have 
time to enjoy a picnic and a sight-seeing 
tour of this locality, and our next stop will 
then be Port Arthur where we will also 
have a stop of several hours, long enough 
for sight-seeing, golf or whatever else 
may be desired. Leaving Port Arthur, we 
will arrive at Duluth on Sunday morning 
and a sight-seeing tour has been arranged 
at Duluth. Following this, we will go to 
Minneapolis, arriving there on Sunday 
night. This will enable our crowd to get 
well settled and ready for the opening ses- 
sion of the Convention on Monday. 

“Leaving Minneapolis at the close of the 
Convention, we will proceed to the Dells 
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We not only believe but we know we have established a 
Furthermore, we have a city of which we 
are proud, whose natural attractions will provide a never-ending 


Our latchstring is out - use it,for you will be most 


cordially welcomed. 
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ot Wisconsin, where we will spend a day 
touring the Lake section by steamer and 
also will enjoy dancing, fishing, boating or 
whatever may appeal to the crowd, Our 
Pullman cars will be held for us and we 
will return by way of Chicago, arriving in 
Pittsburgh on Sunday night. 

“It will be very delightful for us to 
have as many delegates from other Credit 
Men’s Associations join with us as care to 
do so, and we cordially invite any who may 
be interested in this wonderful boat tour 
of the Great Lakes, to write to this Asso- 
ciation very promptly and we will be glad 
to furnish detailed information.” 


Plans have been completed for a 
special train to carry delegates from 
New York and New England to 
Minneapolis. W. W. Orr writes: 


“A train will go over the New York 
Central*leaving the Grand Central Station, 
New York, Friday evening, June 21, with 
stops at Albany to accommodate New Eng- 
land and Albany delegates, arriving at 
Niagara Falls Saturday morning, June 22. 
Here there will be a stop-over for about 
three and a half hours which will give time 
not only to view the Falls from an advan- 
tageous point, but to take the thrilling trip 
down the Gorge of the Niagara River. 

“The party will then proceed over the 
tracks of the Michigan Central through 
Canada arriving in Chicago at midnight. 


Sin 


The train will be taken around the city to 
the station ofthe Chicago, Milwaukee & 
St. Paul and will proceed at once to Kil- 
bourn, Wis., where (after breakfast) be- 
tween three and four. hours will be spent 
in a trip through the Dells of the Wiscon- 
sin River, said to present scenery as beau- 
tiful as there is in the entire country. 

“Again the train ride will be resumed 
after the luncheon hour with arrival in 
Minneapolis in time for dinner and trans- 
fer to the hotel. 


“Arrangements for return by special 
train will depend upon when and how the 
delegates elect to return home. To have 
advantage of the special convention rate of 
one and one-half fares for the round trip, 
it is required that delegates use the same 
rails on the return trip that were used on 
the outgoing trip except delegates may 
elect to use the hoat between Detroit and 
Buffalo instead of the rails. 


“If the delegates for the outgoing trip 
will indicate their desires with reference 
to the return, arrangements will be made 
for a special train over the Chicago, Mil- 
waukee & St. Paul at the conclusion of 
the convention, arriving in Chicago Satur- 
day morning after the convention where a 
stopover of a number of hours could be ar- 
ranged and then the journey resumed over 
the Michigan Central to New York. Or, 
the privilege of a boat trip could be used 
by the party if the general preference was 
in that direction. 





“It will be helpful if delegates inform 
the office of the New York Credit Men's 
Association at the earliest moment as to 
(a) their intention to go to the convention 
by special train; and (b) their preference 
for the return trip. 

The Boston Association of Credit 
Men, according to J. M. Paul, has 
planned a special tour leaving Boston 
at 3 p. m., June 22, and arriving in 
Minneapolis, Monday, at 7:30 a. m. 
After the Convention, the special will 
leave Minneapolis at 2:45 p. m., 
Friday, June 28, for Chicago, via 
the Chicago & Northwestern. There 
will be stop-overs with a definite pro- 
gram in Chicago on Saturday, De- 
troit on Sunday, and Buffalo and Ni- 
agara Falls Monday, July 1. The 
arrival at Worcester will be at 5:30 
a. m. and at Boston at 6:40 a. m. on 
Tuesday, July 2. 


Transportation to the 
Convention 


The identification certificate plan 
for reduced fares to the Convention 
at Minneapolis will be in operation 
this year. This certificate plan en- 
titles delegates and their families to 
a return fare equivalent to one and 
one-half times the one-way fare to 
Minneapolis. The secretaries of lo- 
cal Associations have full informa- 
tion on this subject as well as cer- 
tificates for delegates, etc., and should 
be consulted by all those who intend 
to go to the Convention. 


In view of the fact that Minne- 
apolis is the gateway to many won- 
derful vacation points, many dele- 
gates will no doubt use summer ex- 
cursion rates to various points in the 


“Gateway Park” 
Vinneapolis 


Institute 


Arts 
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A busy street in the shopping district 


country with stop-over at Minneapo- 
lis. Information regarding tourist 
points and excursion rates can be ob- 
tained from local ticket agents in 
cities throughout the country. 

Full information regarding motor 
routes to and from Minneapolis and 
to vacation points in the vicinity, to- 
gether with maps and other informa- 
tion will gladly be furnished by A. 
G. Elliott, Chairman, Convention 
Transportation Committee, 544 Bak- 
er Arcade, Minneapolis. 

If ticket agents do not have infor- 
mation regarding summer excursion 
rates, information on this particular 
point can also be obtained from 
Chairman Elliott. 


Advance Registration and 
Hotel Reservations 
Members of local Associations of 


Credit Men can secure through 
their local organization secretaries all 
information on_ hotel 
reservations and ad- 
vance convention regis- 
tration. 

“Individual mem - 
bers” of the N. A. 
C. M., not affiliated 
with any local associa- 
tion should, up to June 
1, communicate with 
W. S. Swingle, Con- 
vention Director of the 
National Association of 


_oring Park 
Mary 


Credit Men, One Park Avenue, i 


York. After June 1, the Convent 
Director’s address will be 544 B 
Arcade, Minneapolis. 


A Post Graduate Cours 


Nature will be at her best in 
last week of June in and about i 
neapolis according to J. F 


Grath, chairman of the Execui 


Committee of the Convention. “ 
neapolis,” he writes, “is beckom 
with an irresistible force to thes 
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of Credit Men. There is no executive who can get 
Credit Manager of a house which makes a broad d 

A great many members of the N. A. C. M. will 
great section of which Minneapolis is the center by 
tion will take advantage of the various organized t0 
ances and make new ones. 
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teed 


Third Avenue Bridge 


A section of the Calhoun bathing 
beach at Lake Calhoun, Minneapolis 


athedral of St. 


ys center 


who has been confined indoors for 
most of the winter months, to take 
the wheel of the old auto and travel 
over the splendid roads of Minnesota, 
take the rod and reel and outguess the 
game fish of Minnesota’s ten thou- 
sand lakes, just, in fact, to get out- 
doors and enjoy a vacation as a va- 
tation should be enjoyed. 

“Business will blend with pleasure 
and the Convention program as it is 
rapidly taking form promises a week 
of intellectual benefits as well as one 


Need 


ident, N. A.C. M. 


d by the annual conventions of the National Association 
t out of travel throughout the United States than the 
its products. 

opportunity to get a first-hand impression of that 
Convention, June 24-28. And of these, a large propor- 
see other communities and there to renew: old acquaint- 


of pleasure, which is as it should be. 
It is a business program for business 
men, it is a post graduate course for 
the credit executive. 

“Minneapolis, which has had in 
twelve months 219 conventions with 
an attendance of 100,437, anticipates 
a great deal of pleasure in entertain- 
ing the credit fraternity. Its people 
are progressive, industrious and hos- 
pitable. They want those who come 
to Minneapolis to enjoy themselves, 
and to return home with the feeling 
that they have had a trip beneficial 
both to happiness and knowledge.” 


Entertainment 

On Sunday evening, June 23, the 
day before the formal opening of the 
Convention, there will be an informal 
reception (with musical entertain- 
ment) of early arriving delegates. 

Monday afternoon will be devoted 
to registration and the 
opportunity to look 
around Minneapolis. 

Monday evening, the 
President’s Ball will be 
held in the Municipal 
Auditorium, one of the 
finest of its kind in 
t he United States. 
There will be ample 
music, and a fine seat- 
ing arrangements f or 
those who wish to 


One of the many public tennis courts 


view the proceedings but do not care 
to dance. The program will include 
the Grand March, the reception of 
officers, the Ball and several specialty 
numbers for the benefit of those who 
prefer to remain spectators. 

On Tuesday afternoon, there will 
be a tea at the Automobile Club for 
the ladies who attend the Convention. 
That evening there will be an address 
by the Governor of Minnesota and a 
debate on a credit subject, followed 
by informal dancing. 


The big outdoor feature of the 
week will start Wednesday afternoon 
at two o'clock. The entire Conven- 
tion will be taken for a drive around 
Lakes Calhoun and Harriet, Lake 
of the Isles, out Minnehaha Park- 
way to Minnehaha Park, made fa- 
mous by Longfellow’s poem on Hia- 
watha, then to Fort Snelling for a 
program of military manoeuvres, a 
band concert and an aerial circus. 

The return to the down-town dis- 
trict will be early in the evening and 
there will be dancing at the Radisson 
Hotel. 

Thursday afternoon, there will be 
appropriate entertainment for the 
ladies at the various country clubs. 
A dance and vaudeville program at 
the Lyceum theatre has been ar- 
ranged for Thursday evening, which 
will be the last official entertainment 
of the Convention. For those dele- 
gates and guests, however, who re- 
main after Friday noon, there will be 
a specially organized automobile trip 
around the Twin Cities. 
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Proposed N.A.C.M. By-Laws 


RES. ROCK has appointed a 

special committee to consider all 
suggestions relative to the proposed 
N. A. C. M. By-Laws (printed here- 
with) to be presented to the Annual 
Convention, in June, for considera- 
tion and adoption. 

The personnel of the Committee 
consists of Chairman Curtis R. Bur- 
nett, American Oil & Supply Co., 238 
Wilson Ave., Newark, N. J.; W. 
Randolph Montgomery, of Counsel 
for N. A. C. M., c/o Gregory, Stew- 
art and Montgomery, N. Y.; Ernest 
1. Kileup, Davol Rubber Co., Provi- 
dence; Ira L. Morningstar, Mgr., 
Baltimore Association of Credit Men. 

Prior to the opening of the Con- 
vention at Minneapolis, all sugges- 
tions with respect to these proposed 
By-laws should be in writing and ad- 
dressed to Chairman Bunnett. 

On the first day of the Convention, 
President Rock will announce that 
this Committee will, during the Con- 
vention, hold open sessions, during 
which the several Articles of the By- 
laws will be considered and sugges- 


ARTICLE I. 
PRINCIPAL AND BRANCH OFFICES. 

1. The principal office and place of busi- 
ness of the Association shall be in the Bor- 
ough of Manhattan, City, County and 
State of New York. 

2. The Association shall be divided into 
three Divisions, known respectively as the 
Eastern Division, the Central Division and 
the Western Division. A branch or re- 
gional office shall be maintained in each 
Division at such place as the Board of 
Directors may determine. 

ARTICLE IL. 
MEMBERSHIP. 

1. Individuals, partnerships, corpora- 
tions, associations, or business trusts en- 
gaged in any business or activity, (other 
than selling merchandise exclusively at re- 
tail), where sales or other transactions are 
made, conducted or carried on directly or 
indirectly on credit shall be eligible to 
membership in the Association. ‘ 

2. Members shall be classified as (a) 
individual members and (b) affiliated 
members. 

3. Individual members shall be those 
who are not members of any Association or 
other organization affiliated with the Na- 
tional Association of Credit Men. 

4. Affiliated members shall be those who 
are members of an Association or other 
organization affliated with the National 
Association of Credit Men. 

5. Individuals, partnerships or corpora- 
tions eligible to membership may hold 
more than one membership in the Associa- 
tion and each member shall designate one 
individual to represent each membership 
so held. 

6. Individual members shall be admitted 
upon application, subject to such rules and 
regulations as may be prescribed by the 
Board of Directors. 





C. R. Burnett 


tions in writing relative to such arti- 
cles will be received. 


The Committee will publish a cal- 
endar announcing which Articles of 
the proposed draft will be considered 
at each of its meetings. It will have. 
ready for presentation to the Con- 
vention at the time of the considera- 
tion of the proposed By-laws, a writ- 
ten report embodying such changes 
in the proposed draft as it believes 
should be adopted. 





7. Affiliated members shall be admitted 
upon application to any affiliated Associa- 
tion or organization, subject to such rules 
and regulations as may be prescribed by 
the Board of Directors of the National As- 
sociation of Credit Men. 

8. Nothing herein contained shall be 
construed as preventing an affiliated mem- 
ber from becoming also an individual mem- 
ber or vice versa. 


ARTICLE III. 
SUSPENSION OR EXPULSION. 


1. Any member may be suspended or ex- 
pelled from the Association or otherwise 
disciplined for cause by the affirmative vote 
of two-thirds of the Board of Directors, as 
hereinafter provided. 

2. Complaints against members may be 
made by this Association or by any mem- 
ber or by any affiliated Association or af- 
filiated organization and shall be in writ- 
ing and signed by the complainant and 
shall be filed with the Poard of Directors. 

3. Complaints against affiliated Associa- 
tions shall be heard and determined in the 
same manner as complaints against mem- 
bers, provided, however, that the suspen- 
sion or expulsion of an affiliated Associa- 
tion shall not deprive the members thereof 
of the privilege of applying for individual 
membership in this Association or affiliated 
membership through another affiliated as- 
sociation. 

4. All complaints shall be heard upon 
thirty days’ notice in writing to the mem- 
ber or association complained of, by a 
committee of not less than three members 
of the National Association of Credit Men 
to be named by the Executive Manager. 
The member or association complained of 
shall be given an opportunity to appear in 
person or by its officers and present wit- 
nesses in his or its own defense. 


5. If the committee so named by the 
Executive Manager shall sustain the com- 
plaint, it shall recommend suspension or 
expulsion, ofeuch other discipline as the 
facts found by the committee shall justify, 
The recommendation of the committee 
shall be reviewed by the Board of Direc- 
tors which may affirm, modify or reverse 
the recommendation of the committee. The 
determination of the Board of Directors 
shall be final. The Board of Directors 
upon such review may summon such wit- 
nesses as it may desire and the member or 
association complained of may appear in 
person or by its officers and produce wit- 
nesses in the same manner as upon the 
original hearing before the committee. 

ARTICLE IV. 
BOARD OF DIRECTORS. 

1, The management and supervision of 
the business and affairs of the Association 
shall be vested in a Board of Directors of 
29 members, which shall include as ex- 
officio members thereof the President, the 
Vice Presidents, the Executive Manager, 
and the three immediate past Presidents of 
the Association. All directors with the ex- 
ception of the Executive Manager shall be 
members or designated representatives of 
members who are actually and directly en- 
gaged in the extension of mercantile or 
banking credits. 

2. The Board of Directors shall have 
power to borrow money in the name and 
on behalf of the Association and to 
authorize the execution of such instru- 
ments, documents and papers as may be 
necessary or appropriate for this purpose. 

3. For the purpose of electing Directors, 
the membership of the Association shall be 
divided into ten (10) districts, as follows: 

1. Massachusetts, New Hampshire, 


Rhode Island, Vermont and 
Maine. 

2. Connecticut, New Jersey and 
New York. 

3. Pennsylvania, Maryland, Dela- 


ware, District of Columbia, Vir- 
ginia and West Virginia. 
Kentucky, Ohio and Tennessee. 
Illinois, Indiana, Michigan and 
Wisconsin. 

6. Arizona, Arkansas, Kansas, Mis- 


uw + 


souri, New Mexico, Texas and 
Oklahoma. 
7. Alabama, Georgia, Louisiana, 


Mississippi, North Carolina, South: 
Carolina, Florida. 


8. Iowa, Minnesota, Nebraska, 
ee Dakota and South Da- 
ota. 


9. Colorado, Utah, Montana, Idaho- 


and Wyoming. 


10. California, Nevada, Oregon and’ 


Washington. 

4. The Directors shall be elected by bal- 
lot at the annual convention to serve for 
a term of three years except that in the 
event of any vacancy in the Board of Di- 
rectors and the election of a successor, 
such successor shall be elected only for the 
unexpired term. No director shall serve 
two successive full terms, but nothing 
herein contained shall be construed to pre- 
vent any officer from serving more than 
two successive terms, 

5. Not more than four nor less than one 
Director, (exclusive of ex-officio directors 
and the Executive Manager), shall be 
elected from any one District, and ten di- 
rectors shall reside in the Eastern Division, 
ten in the Central Division and four in the 
Western Division. 


6. The Board of Directors shall at its s 
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By-Laws—Tentative Draft 
(Continued from page 26) 


meeting held at the time of the Annual 
Convention designate an Executive Com- 
mittee, consisting of the President, the 
three Vice Presidents, and the Executive 
Manager, and two additional directors from 
each of the three Divisions. The Execu- 
tive Committee shall in the interim be- 
tween meetings of the Board of Directors, 
exercise all powers and functions of the 
Board of Directors. ; 

7. The members of the Board of Di- 
rectors residing in each of the three di- 
visions shall constitute an Advisory Ad- 
ministrative Committee of each such di- 
vision. The Vice President for each di- 
vision shall act as Chairman of such Com- 
mittee for his division. Each such Ad- 
visory Administrative Committee shall 
meet at least once a year at such time as 
the Executive Manager shall designate, and 
shall consider such problems with respect 
to the work of the Association in its di- 
vision as may come before it for consider- 
ation, and shall make such recommenda- 
tions with respect thereto as its judgment 
shall dictate. 

8. In the event of any vacancy occur- 
ring in the Poard of Directors through 
death, resignation or other cause, the re- 
maining members of the Board of Direc- 
tors shall fill such vacancy by electing a 
Director to hold office until the next an- 
nual convention of the Association and un- 
til his successor is elected and qualified. 
In the event of any vacancy in the Execu- 
tive Committee, the same shall be filled by 
the remaining members of the Executive 
Committee. 

9. Regular meetings of the Board of 
Directors shall be held twice annually, one 
of such meetings to be held at the time 
and place of the annual convention of the 
Association; the other meeting to be held 
at such time and place as may be desig- 
nated by the president. 

10. Special meetings of the Board of 
Directors may be held at the call of the 
President at such time and place as he may 
designate, or upon written request to the 
Executive Manager signed by one-third of 
the Directors for the time being in office. 


11. Notice of the time and place of all 
meetings shall be given by the Executive 
Manager or by mail at least thirty davs 
prior thereto. The purpose of any Special 
Meeting shall be stated in the notice 
thereof. 

12. Except as otherwise provided in Ar- 
ticle III, a majority of the Board of Di- 
rectors shall constitute a quorum for the 
transaction of business at any regular or 
special meeting, provided, however, that 
in the event that a quorum is not present, 
the members present shall have power to 
adjourn the meeting. 

13. A majority of the Executive Com- 
mittee shall constitute a quorum for the 
transaction of business. 


14. A majority of the Advisory Admin- 
istrative Committee shall constitute a 
quorum for the transaction of business. 


15. The Roard of Directors shall, at its 
regular meeting. held at the time of the 
Annual Convention, designate three proxies 
who shall attend and vote at any meetings 
of stockholders of any corporation in which 
the National Association of Credit Men 
may hold stock, and at any such meeting 
such proxies shall possess and may exer- 
cise any and all rights and powers inci- 
dent to the ownership of said stock, which, 
as the owner thereof, the National Asso- 
ciation of Credit Men might have possessed 
and exercised if present. None of the 
proxies so designated shall be officers, 
clerks or employees of any corporation in 





which the National Association of Credit 
Men shall hold stock. The Board of Di- 
rectors of the National Association of 
‘Credit Men may instruct such proxies as 
to the persons for whom their votes shall 
be cast at any election of directors of any 
such corporation and the said proxies shall 
be bound by such instruction. 


ARTICLE V. 
OFFICERS, 


1. The officers of the Association shall 
be a president, three vice-presidents of 
equal rank, a secretary, a treasurer, an 
executive manager and such assistant 
treasurers and assistant secretaries as the 
Board of Directors may from time to time 
elect, all of whom, with the exception of 
the Executive Manager and the assistant 
secretaries and assistant treasurers, shall 
be members or designated representatives 
of members who are actually and directly 
engaged in the extension of mercantile or 
banking credits. 

2. The President and the Vice-Presi- 
dents shall be elected by ballot by the 
members of the Association at the annual 
convention and shall hold office for a pe- 
riod of one year or until their successors 
are elected and qualified. 

3. The Secretary, the treasurer, the ex- 
ecutive manager and the assistant secre- 
taries and assistant treasurers shall be 
elected by the Board of Directors at the 
regular meeting held at the time of the 
annual convention. The secretary, treas- 
urer and executive manager shall hold 
office for a period of one year or until 
their successors are elected and qualified. 
The Assistant Secretaries and Assistant 
Treasurers shall hold office at the will of 
the Board. 

4. The offices of secretary, treasurer and 
executive manager may be held by the 
same person. 

5. One vice-president shall be selected 
from each of the three Divisions. 

6. Only such officers as are elected by 
the Roard of Directors shall be entitled to 
compensation for their services, and the 
compensation of such officers, shall from 
time to time be fixed by the Board of Di- 
rectors. 


ARTICLE VI. 
DUTIES OF OFFICERS. 


1. The president shall preside at all con- 
ventions and special meetings of the As- 
sociation and at all meetings of the Board 
of Directors. He shall exercise general 
supervision over the business and affairs 
of the Association and shall by virtue of 
his office be a member of all standing and 
special committees. 

2. Each vice-president shall act as chair- 
man of the Advisory Administrative Com- 
mittee for his resnective Division. In the 
event of the death, absence, disability or 
disqualification of the president, the Ex- 
ecutive Committee shall designate one of 
the Vice-Presidents as “Acting President” 
to perform the duties and exercise the 
powers of the president, until the next an- 
nual convention. 

3. The secretary shall keep the minutes 
of the annual convention and special meet- 
ings of the Association and of all meetings 
of the Board of Directors. He shall be 
the custodian of the seal of the Association 
and shall perform such other duties or 
functions as may from time to time be as- 
signed to him by the Board of Directors. 

4. The treasurer shall be the custodian of 
all funds of the Association. He shall 
have the power to sign. or endorse for 
transfer, negotiation or discount, the name 
of the Association upon any notes or other 
negotiable instruments when authorized by 
the Poard of Directors. He may sign all 
checks and orders for the payment of 
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money in the name of the Association, He 
shall keep records of receipts and dig. 
bursements and such other books of ag 
count as may be appropriate or desirable 
for keeping a full, accurate and complete 
record of the finances of the Association, 
He shall open and maintain such bank ae. 
counts in the name of the Association ag 
may be authorized by the Board of Direg. 
tors and shall deposit therein all funds of 
the Association. He shall with such other 
person or persons as may be designated by 
the Board of Directors have access to any 
safe deposit box owned by the Associa. 
tion. He shall deposit with the Associa. 
tion a fidelity bond in such amount ang 
with such sureties as the Board of Direg 
tors may approve. He shall cause his ag. 
counts to be audited annually and shal 
prepare an annual report of the Associa. 
tion’s finances which, with the report of 
the auditor, shall be submitted at the am 
nual convention of the Association, and he 
shall make such other reports as may from 
time to time be required by the Board of 
Directors. He shall prepare and submit 
to the Board of Directors at its meeting 
held at the time of the Annual Convention, 
an itemized budget showing the anticipated 
expenditures of the Association for the 
succeeding year. 

The Executive Manager shall have 
charge of the principal office and branch 
offices of the Association and shall per- 
form such duties and have such powers as 
the Board of Directors shall from time to 
time assign to him. 

6. The assistant secretaries and assistant 
treasurers shall perform such duties as 
may be assigned to them from time to 
time by the Board of Directors. 


ARTICLE VII. 
ANNUAL CONVENTIONS AND SPECIAL 
MEETINGS. 


1. A convention of the Association shall 
be held annually at a time and place to 
be fixed by the Board of Directors. 

2. Special meetings of the Association 
may be held at the call of the president 
when authorized by four-fifths vote of alt 
of the members of the Board of Direc. 
tors present at a regular meeting or ata 
special meeting called for that purpose. 

3. Notice of the time and place of the 
annual convention and of any special meet- 
ing shall be given by the Executive Man- 
ager or such other person as the Board of 
Directors may designate, at least sixty 
days prior thereto. Such notice may be 
given either by mail or by publication in 
the Crepir Montuty or other official. pub- 
lication of the Association. The purpose 
of any special meeting shall be stated in 
the notice thereof. 

4. A majority of the votes cast by the 
members present in person or by proxy at 
any annual convention or special meeting 
of the Association shall be sufficient for 
the adoption of any resolution, motion or 
declaration which may be duly and regu- 
larly presented .for consideration. 

5. The program of the Annual Conven 
tion shall include the reports of the Presi- 
dent, Secretary, Treasurer and Executive 
Manager. Other reports may be presented 
to the Convention if the presiding officer 
shall so determine. The program of the 
Annual Convention shall be prepared in 
advance by the Executive Manager, subject 
to the approval of the President. 


ARTICLE VIII. 

VOTING AT ANNUAL CONVENTIONS AND 

SPECIAL MEETINGS. 

1. Each individual member of the As 
sociation and each delegate designated a$ 
hereinafter provided by an affiliated ass0- 
ciation or organization, shall be entitled to 
one vote at any annual convention or spt 
cial meeting of the Association. 7 
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2. Affiliated associations or organizations 

shall be entitled to designate delegates as 
$: 

— each 15 members or fraction thereof 

to and including 300 members—1 delegate. 

For each 30 members or fraction thereof 
in excess of 300 members and to and in- 
cluding 1,200 members—1 delegate. 

For each 60 members or fraction thereof 
in excess of 1,200 members—1 delegate. 

3. For the purpose of determining the 
number of delegates to which any affiliated 
association or organization shall be entitled 
the membership shown on the records in 
the office of the Executive Manager on 
the 30th day next preceding the opening 
session of the annual convention, shall be 
conclusively presumed to be correct. : 

4. Affiliated associations or organiza- 
tions may designate an alternate or alter- 
nates, who shall be entitled to vote in the 
place and stead of any delegate or dele- 
gates who may be absent from the conven- 
tion or meeting at the time a vote is taken. 

5. No affiliated member Shall be en- 
titled to vote except as in this article pre- 

ibed. 

7: The votes of individual members may 
be cast in person or by proxy. ‘ 

7. Voting may be by ballot or otherwise 
except that voting for officers and direc- 
tors shall in all cases be by ballot, and 
that upon the adoption of a motion to such 
effect any officer of the association may 
be authorized to cast one ballot on behalf 
of the members and delegates present. 

8. The president or presiding officer 
shall, on the first day of each annual con- 
vention or special meeting, appoint not less 
than three nor more than seven tellers 
whose duty it shall be to count all ballots 
cast upon any vote taken at such conven- 
tion or special meeting and to report the 
result thereof to the presiding officer. 

9. The authority of all delegates and 
alternates from affiliated associations or 
organizations shall be in writing in the 
following form, duly attested by the presi- 
dent and the secretary or equivalent of- 
ficers of such affiliated association or or- 
ganization, and shall be deposited with the 
secretary or executive manager of the as- 
sociation before such delegates shall be 
entitled to vote. 


FORM. 


This is to certifv that........se+se+seees 
is a duly accredited delegate of the 
cn istehsaeaemennes ee Association of 
Credit Men and is entitled to cast One 
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10. The executive manager shall pro- 
vide forms for the registration of dele- 
gates and members attending any annual 
convention or special meeting of the As- 
sociation and no member or delegate shall 
be entitled to vote until he shall have duly 
registered. 


ARTICLE IX. 
AFFILIATED ASSOCIATIONS AND 
ORGANIZATIONS, 


1. Any local association or organization 
composed of 35 or more individuals, part- 
nerships, or corporations eligible for mem- 
bership and situated in the same trade 
territory, may petition for affiliation with 
the National Association of Credit Men. 

2. Such petition shall be made by the 
duly authorized officers of such local asso- 
ciation or organization, and shall be filed 
in the office of the executive manager. The 


tition shall be in writing and shall set 
forth the names of the members, the present 
or proposed officers, directors, and man- 
agers of the applicant, its purposes, a 
statement of its financial condition, its 
present and proposed activities and such 
other information as the Board of Direc- 
tors may require, and the petition shall be 
accompanied by a copy of its present or 
proposed charter, constitution and By- 
Laws or other articles of association. 

3. Such petition shall also state that the 
applicant will conform to the policies and 
abide by whatever rules may from time to 
time be adopted or promulgated by the Na- 
tional Association of ‘Credit Men for the 
government of Affiliated Associations. 

4. If the Executive Manager shall be 
satisfied with the statements contained in 
said petition, and that it is to the best in- 
terest of the National Association of Credit 
Men that such petition be granted he shall 
issue a Certificate of Affiliation in the name 
of the National Association of Credit Men, 
in such form as the Board of Directors 
shall approve. 

5. No affiliated association shall main- 
tain, control, operate, or conduct, any Serv- 
ice Department (such as a ‘Collection De- 
partment, Adjustment Bureau Department, 
or Interchange Bureau Department) or 
hold out as its official Service Department 
any other organization unless, and until, the 
organization, activities, personnel,’ and 
method of operation of such Service De- 
partment shall have been approved by the 
Executive Manager. 

6. The books, records, activities, and 
personnel of any Affiliated Association and 
of any such Service Department or Service 
Organization shall be subject to inspection, 
visitation, and audit by the Executive Man- 
ager, or by such other person, or persons, 
as may be designated by him or by the 
Board of Directors of the National Asso- 
ciation of Credit Men. 

7. If such inspection, visitation or audit 
shall, in the judgment of the Executive 
Manager, disclose irregularities or ineffi- 
ciency, or practices detrimental or opposed 
to the policies and best interests of the Na- 
tional Association of Credit Men, the Ex- 
ecutive Manager shall report his findings 
thereof to the President or other head of 
such Affiliated Association with his recom- 
mendations. In the event that such recom- 
mendations are not accepted and complied 
with by such Affiliated Association within 
a reasonable time, such fact shall be re- 
ported by the Executive Manager to the 
Administrative Committee of the Division 
in which such Affiliated Association is sit- 
uated. 

8. Upon receipt of such report the Ad- 
ministrative Committee shall summon be- 
fore it representatives of such affiliated 
association to show cause why the recom- 
mendations of the Executive Manager have 
not been complied with. The Administra- 
tive Committee shall make such investiga- 
tion and examination as it shall deem 
necessary and shall report its findings and 
recommendations to the Board of ‘Directors 
which shall take such action or impose 
such penalty as in its judgment may be ap- 
propriate, including termination or suspen- 
sion of affiliation or fine. 

9. Certificates of affiliation may also be 
issued to local associations or organizations 
affiliated with the National Association of 
Credit Men at the time of the adoption of 
these By Laws. 

10. Acceptance by any local association 
or organization of a Certificate of Affilia- 
tion shall constitute acceptance by such 
local association or organization of all the 
terms and provisions of these By Laws and 
agreement to be bound thereby and shall 
effect the transfer and assignment by such 
local association or organization to the Na- 





($920,000,000.00 paid to 
policy-holders of the Aitna Life 
Insurance Company and affil- 
iated Companies in 79 years!) 


C 


pays 
to be 
ATNA-IZED 


See the Aitna-izer in your commu- 
nity. He is a man worth knowing. 


The tna Life Insurance Company ~ The tna 
Casualty and Surety Company x The Axntomobile 
Insurance Company » The Standard Fire Insurance 
Company ~ of Hartford, Connecticut, eetogrontinnsy 
every form of Insurance and Bonding Protection. 
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Yessuh? 


Dis sho am some 
exasperation suh. 
Trains agoin’ and 
acomin’. Gemmen 
runnin’ like rabbits 
lookin’ fo’ luggage. 


Ma’ boss say he 
needn’t worry ’bout 
los’ luggage, he done 
took him some ’sur-@ 
ance ’gainst dat. 



















































































Nor will you if 
you arrange for a 
Tourist Baggage 
Policy, at very slight 
cost, through the 
National Liberty 
Agent in your 
town. 
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tional Association of Credit Men of the ex- 
clusive right to control the use of the name 
and seal of such affiliated Association or 
organization, and of any Service Depart- 
ments, or service organizations, maintained, 
operated, controlled or conducted by such 
Affiliated Association, notwithstanding the 
subsequent termination of such affiliation, 
and no such Affiliated Association or any 
Service Department or service organization 
owned, operated, or controlled by, or 
affiliated with, an Affiliated Association 
shall change its name or title without the 
consent of the Executive Manager. 


11. Issuance of a Certificate of Affiliation 
shall constitute a license to such affiliated 
association or organization to use of the 
insignia of the National Association of 
Credit Men, and to print the words “affili- 
ated with the National Association of 
Credit Men” or similar word on its station- 
ery and publications, but such license shall 
exist only so long as such affiliation shall 
continue, 


ARTICLE X 
DUES AND FISCAL YEAR 


1. Individual members of the Association 
shall pay annual dues of $ per year. 


2. Affiliated associations shall pay to the 
National Association of Credit Men $7.50 
per year for each member of such Affiliated 
Assocation at such a time and in such a 
manner as may be determined by the board 
of directors of the National Association of 
Credit Men. 


3. The fiscal year of the Association 
shall commence on the Ist day of May, and 
end on the 30th day of April. 


ARTICLE XI 
COMMITTEES 


1. There shall be Standing Committees 
of the National Association of Credit Men 
as follows: 

Adjustment Pureaus. 

Banking & Currency. 

Bankruptcy. 

Business Literature. 

Business Service. 

Credit Education. 

Credit Interchange Bureaus. 

Credit Policies & Methods. 

Credit Protection. 

Insurance & Fire Prevention. 

Foreign Credit. 

Legislative. 

Membership. 

Mercantile Agency Service. 

Trade Groups. 


2. The Chairman and members of all 
Standing Committees shall be appointed by 
the Executive Manager as soon as possible 
after the Annual Convention, subject to the 
approval of the President. 

3. The President and/or Executive Man- 
ager may appoint such Special Committees 
from time to time, as in his or their judg- 
ment shall be necessary or desirable. 


4. The Chairman and members of all 
committees shall hold office until the 
Annual Convention next following their 
appointment, and until their successors 
shall be appointed. 


ARTICLE XII 
DEPARTMENTS 


1. There shall be established and main- 
tained in the offices of the Association a de- 
partment for the Investigation and Pros- 
ecution of Commercial Fraud which shall 
be known as the “Credit Protection De- 
partment”, a “Foreign Credit Department”, 
n “Interchange Bureau Department”, an 
“Adjustment Bureau Department”, and a 
“Credit Education and Research Depart- 
ment’, and such additional departments as 
the Executive Manager may from time to 
time create for furthering the objects and 
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purposes of the Association, subject to the 
approval of the Board of Directors, 

2. The Executive Manager may establish 
and maintain service bureaus in conjune. 
tion with any of the said departments which 
have been or may hereafter be established, 
Any such department or bureau may be jp. 
corporated, if in the judgment of the Board 
of Directors such incorporation is desir. 
able, and in such event if stock be i 
the same shall be owned, held or controlled 
by the Association. 


ARTICLE XIII 
COUNCILLORS 


1. Each affiliated association or organi. 
zation shall designate one member who 
shall be known as a “councillor”. 


2. The councillors so selected by the 
affiliated associations and organizations 
shall represent such affiliated associations 
and organizations in arranging, planning, 
and conducting state and district confer. 
ences and shall assist the Committee op 
Nominations in the selection of candidates 
for directors as hereinafter provided. 


ARTICLE XIV 
NOMINATIONS 


1. At least sixty days before the open 
ing session of the Annual Convention the 
President shall appoint a Committee on 
Nominations, consisting of twenty-five 
members as follows: 


The Chairman of such committee shall 
be the last available retired president of the 
Association. Four members of the commit- 
tee shall be retired presidents of the asso- 
ciation selected so far as they are available, 
in the inverse order of their retirement. 
Ten members of the committee shall be 
selected one each by the councillors of each 
of the 10 Association districts, and ten 
members at large shall be selected by the 
President. 


2. The Committee on Nominations shall, 
not later than 9 a. m. on the day of the 
election, announce and conspicuously post 
the names of candidates for Directors. 


3. At any time prior to the third day of 
the Convention a petition may be presented 
to the Committee on Nominations contain- 
ing the name or names of candidates for 
Directors. Such petition must be signed 
either by a majority of the delegates 
present at the convention from at least 
each of three affiliated local associations, or 
by twenty-five delegates residing or having 
their place or places of business in the city 
where the nominee resides. The names of 
the candidates so proposed shall be in- 
cluded in the official ballot. 

4. The election of officers and directors 
shall not be held earlier than the fourth day 
of the ‘Convention. 

ARTICLE XV 


AMENDMENTS 


1. These By-Laws may be amended at 
any Annual Convention or at any Special 
meeting of the Association called for that 
purpose, by the affirmative vote of two- 
thirds of the members present and qualified 
to vote. 


2. Notice of any proposed amendment 
shall be filed in the office of the Executive 
Manager not less than sixty days prior to 
the opening session of the Convention or 
meeting at which such proposed amend- 
ment is to be considered. Such notice 
shall be in writing, and may be filed by any 
one hundred (100) members of the Asso- 
ciation either individual or affiliated. Such 
proposed amendment shall be published in 
the official publication of the Association 
appearing at least thirty days before the 
opening session of the Convention or meet- 
ing at which such proposed amendment is 
to be considered. 
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Attorney General Mitchell 
(Continued from page 5) 


tee to present the campaign to firms 
outside these cities. 

Newark, N. J., which started its 
campaign simultaneously with New 
York, had half its quota within the 
first two weeks, and now promises 
to go over the top ahead of New 
York. 

The eastern Pennsylvania district 
developed considerable ‘momentum 
for its campaign during April, under 
the chairmanship of Walter K. 
Hardt, of the Integrity Trust Co., 
Philadelphia. 

The secondary cities in this dis- 
trict, Allentown, Harrisburg, Wilkes- 
Barre, Scranton and Reading were 
later than Philadelphia in perfecting 
their campaign organizations, and 
started their local drives late in the 
month. 


Demmler, Chairman 


The Credit Protection Drive in 
Western Pennsylvania is expected to 
start during the week of May 13 for 
a quota of $91,000. Frank C. Demm- 
ler, of Demmler Brothers Co., Pitts- 
burgh, is chairman for the district, 
assisted by co-chairmen in New 
Castle, Uniontown, Johnstown, Al- 
toona, Erie and Wheeling, W. Va. 

The campaign in Toledo is to be 
launched with an opening dinner on 
May 15, at which W. H. Pouch, na- 
tional chairman of the campaign, is 
to be the principal speaker. J. W. 
Koehrmann, of the Woolson Spice 
Co., is chairman for the district, 
which has a quota of $25,000. 

Cincinnati, under the chairmanship 
of George J. Gruen, of the Gruen 
Watchmakers’ Guild, past-president 
of the National Association of Cred- 
it Men, and Cleveland, under the 
chairmanship of George De Camp, 
governor of the Federal Reserve 
Bank of Cleveland, are both to launch 
their campaigns during the last two 
weeks in May. 

Cleveland, with which for the cam- 
paign is grouped Akron, Sandusky, 
Canton, Ashtabula and other neigh- 
boring cities, has a district quota of 
$107,500. 

The large Cincinnati district, which 
includes Columbus, Dayton, Ports- 
mouth and Springfield, Ohio, and 

Charleston, Huntington, Bluefield 
and Parkersburg, W. Va., has a quota 
of $115,000. 

Chicago and Milwaukee, whose 
campaigns are not scheduled until 


autumn, are already organizing com- 
mittees to obtain preliminary sub- 
scriptions, with a view to raising a 
substantial part of their quotas from 
large subscribers before their cam- 
paigns formally begin. 

An analysis of subscriptions made 
up to the present reveals several in- 
teresting tendencies regarding the 
drive. Approximately half of the 
amount subscribed in New York, 
Boston and Philadelphia has come 
from firms which did not subscribe 
to the Credit Protection Fund in 
1925. Of the first 300 subscriptions 
in New York, 160 were from new 
subscribers. 
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The amount collected thus far from 
subscribers to the first fund is con- 
siderably greater than these same 
firms subscribed in 1925. There are 
more increases than decreases in 
amounts received from former sub- 
scribers. 

Another surprising bit of infor- 
mation developed by the campaign is 
the large number of the original sub- 
scribers who have gone out of busi- 
ness, mainly through mergers. It is 


believed, however, that the amounts 
received from firms which did not 
subscribe in 1925 will more than off- 
set the loss through former subscrib- 
ers who are no longer in business. 
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Combing Foreign 
Markets 


THE representative of an American curtain im- 
porter, on a trip abroad to purchase merchandise 
wherever goods of satisfactory quality and price 
could be found, carried an Irving Trust Company 
Commercial Letter of Credit. 


To avoid delays and the expense of opening new 
credits for the various shippers this Company pro- 
vided the traveler with a Letter of Credit which was 
assignable. This feature permitted the assignment 
of necessary portions of the Credit in any city where 
purchases were made. The local banks, through 
which this was done, made payment to shippers 
only upon presentation of satisfactory shipping 


In this way credit was established in Germany, 
Switzerland and Belgium with the one Letter of 
Credit. The buyer was able to close on the spot 
deals for desirable merchandise at the best prices. 


Representatives of American importers, comb- 
ing the markets of Europe and Asia for merchan- 
dise, save time and money by carrying with them 
an Irving Commercial Letter of Credit. 


IRVING TRUST COMPANY 


Out-of-Town Office—W oolworth Building 


New York 






























































































Paper Trade Credits 
(Continued from page 7) 


invoice. There are some cases too, 
where I have no hesitation in post- 
dating a billing, such as on odd lots, 
ends, and certain items of slow-mov- 
ing stock that have been in the ware- 
house too long. Even if the money 
is thus delayed a month, the actual 
sale moves the stock, which is more 
important at the moment. 

“We have a ‘Sales-Service’ depart- 
ment whose functions are to supply 
samples, dummies and layouts to 
printers, and to develop new accounts 





for us by the same methods. The 
men are sometimes over-enthusiastic 
in rushing out and selling a printer 
on the idea of the assistance and 
counsel the department is able to fur- 
nish, only to learn later that I 
wouldn’t sell the new ‘client’ on any 
but a C. O: D. basis. However, I am 
just as much interested in sales as 
they are, and on the whole we seldom 
run at cross-purposes, although oc- 
casionally I do have to apply the 
brakes. 

“Collections by salesmen is a prac- 
tice that we do not go in for heavily 
because, in my opinion, it is better 


Bad Debt Losses 
for 1928! 


The annual bad debt loss is a stu- 
pendous tax upon the business in- 
terests of this country. Don’t you 
contribute to it any more! 


American Credit Insurance 


will fully protect your book accounts 
against all bad debt losses, and make 
you safe all through the year. 


This efficient service is even more 


than protection; it prevents losses, 
through our superior Collection 
facilities. 


Is it any wonder that the leading 
Manufacturers and Jobbers in all 
lines of industry have American 
Credit Insurance? Credit managers, 
let us lay our complete story before 


you. 






cheers Ramana Us 


Offices in All Leading Cities 


New York, St. Louis, Chicago, Cleveland, Boston, 
Francisco, Philadelphia, Baltimore, Detroit, 
Atlanta, Milwaukee, etc. 
In Canada—Toronto, Montreal, etc. 
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policy to maintain a definite person. 


ality in handling printers’ credits, 4 able to 
man, I think, feels better if he be of less 
lieves only one other person knows § ‘!™¢ 
of his delinquency. Such an ap. § “ust” 
rangement promotes a feeling of per- affairs 
sonal confidence and thus lessens mig. “Or 
understandings. Occasionally, og, § {us¢¢ 
out-of-town customers, I| instruct the § 4 0 
salesman covering the territory to ge portat 
a check before filing more orders, byt — ¥® ’ 
that is not my general practice.” Mu 
A frequent arrangement on which & Be 
paper houses work is in serving ad. § 8 le 
vertising agencies, a relationship J the 
three steps away from the actu — ' ‘4 
buyer of paper. “Our service depart. of B 
ment often aids an agency whose im — °°" 
mediate client is an advertiser,” said are | 
Mr. Nichols. “This advertiser then _ 
passes the agency’s paper specifica- Hor 
tions on to the printer, who may or 
may not regularly buy from us. We 
are seldom the loser on such a basis, T 
as most agencies insist that the paper pa 
for a job be bought from the house 


which assists them. 


“Odd situations sometimes arise - 
in that way. If the printer is in ar- Atte 
rears with us, it hurts his pride to hot 
admit to his client that he cannot Cre 
buy the specified paper from us; or ion 
if he does admit such a state of af- ran 
fairs, the client may buy direct, sabe 
thereby losing the printer his 10 to Det 
30 per cent. handling charge. Often, ie 
then, he comes through with a check I 
for us. The agency arrangement Mth 
therefore sometimes facilitates our h 
collections. Z 

“In rare cases, we continue credit sn 
to a printer whose character and a 
ability make so favorable an impres- tin 
sion on us that in spite of temporary dol 
indebtedness, we carry him for such | 
time as seems justified. We believe 
he will pull through. As I say, this ™ 
is rare. Of our present customer list " 
of 1,500, I know of only one such ex- - 
tension. 

“We do, however, sometimes offer ‘ 
assistance that is a bit out of our ; 
field, by advising the debtor printer § ™ 
on some general phases of business i. 
practice other than the buying of i 
paper. For instance, if the reason a ; 
man owes us money is obviously be re 
cause his plant is over-equipped of p 
over-manned, needs an accounting 
system, or a radical change in sell ‘ 
ing methods, we tell him so,—to our t 
mutual advantage. We don’t pur 4 
port to be experts in printing plant : 
operation or organization, but our ‘ 
own executives have had wide mat- ‘ 
agement experience and are usually t 
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able to give competent counsel to men 
of less experience. We have several 
times pointed out extra profits for 
customers, and straightened out the 
affairs of many others in this way. 
“On the other hand, we often re- 
fuse credit to those print-shops which 
are obviously deficient in some im- 
portant aspect of management and 
who refuse to change their policies.” 
Much of the success of the Storrs 
& Bement credit department in keep- 
ing losses down to a minimum is due 
to the fact that the bulk of business 
is transacted within a 75-mile radius 
of Boston. Personal contacts and 
economical collections by telephone 
are therefore made possible. Mr. 


Nichols is a consistent user of the 
telephone in calling attention to de- 
linquencies, and maintains that a let- 
ter has but half the force of a voice 
contact. 

Another important factor is the in- 
timacy and confidence that springs 
from the relationship of just two peo- 
ple. Every statement passes over the 
desk of the department manager, and 
all mail and telephone collections are 
made solely by him. He is a definite 
personality to all customers of the 
house, and as such, eliminates the red 
tape and impersonality of a large 
firm—to the end of efficient and rapid 
credit organization. 

—Dirk Quayne. 





Hon. Ferdinand Pecora on 
Commercial Crime 


HE economic loss from com- 

mercial crimes in New York 
and other large communities greatly 
exceeds the loss from burglaries, rob- 
beries and other crimes of violence, 
Ferdinand Pecora, Assistant District 
Attorney of New York County, re- 
cently told members of the New York 
Credit Men’s Association at a lunch- 
eon meeting in New York City ar- 
ranged by credit executives especially 
interested in the Credit Protection 
Department of the National Associ- 
ation of Credit Men. 


Describing commercial fraud as 
“the most insidious kind of crime and 
the most difficult to combat,” Mr. 
Pecora said that the police alone are 
unable to give business adequate pro- 
tection against the crooks who de- 
fraud their creditors of millions of 
dollars annually. 

“Unlike the ordinary crime, a com- 
mercial crime is not usually apparent 
until long after it has been commit- 
ted,” he said. “Its solution calls for 
careful and painstaking work in plac- 
ing together the tangled bits of evi- 
dence to prove that a crime has been 
perpetrated. 

“The police are unable to cope with 
it properly. They are not account- 
ants and auditors. This kind of work 
must be done by men who are par- 
ticularly trained for their jobs by ex- 
perience which the police do not get. 

“Five years ago business men set 
up their own police force. Since that 
time the number of commercial 
crimes in this locality and the losses 
involved have been materially de- 
creased. Although I do not have the 
exact figures, I believe that the Dis- 
trict Attorney’s office here has se- 


cured convictions in 90 per cent. of 
the commercial crime cases prose- 
cuted. 

“This record has been made pos- 
sible by the assistance given us by the 
business men of New York through 
their credit protection organization.” 

Mr. Pecora said that the philoso- 
phy of the criminal is summed up in 
a statement made to him by a notori- 
ous bandit leader, who said, “I did it 
because I thought I could get away 
with it.” 

“The most effective way to break 
down this philosophy is to prosecute 
commercial criminals relentlessly and 
to continue refusing to permit a 
crook to buy his freedom by giving 
back a part or all of his loot.” 


Retail Grocery Credits 
HE U. S. Bureau of Foreign 
and Domestic Commerce has 
made a study of the twelve months 
of 1928 bad debt losses of 416 re-' 
tail grocery stores in Louisville which 
do a cash and credit business. 

Forty-two stores, each of which 
did less than $5,000 business, had bad 
debt losses of 5.6 per cent. 

Fifty-one stores, with between 
$5,000 and $9,000 business each, had 
bad debt losses of 2.9 per cent. 

One hundred and sixty-five stores, 
with between $10,000 and $24,000 
business each, had bad debt losses of 
2.0 per cent. 

One hundred and eleven stores, 
with between $25,000 and $49,000 
business each, had bad debt losses of 
1.0 per cent. 

Thirty-six stores, with between 
$50,000 and $99,000 business each, 
had bad debt losses of .5 per cent. 

Eleven stores, with over $100,000 
business each, had bad debt losses of 
.3 per cent. 
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to 
business 
exists 
by the 
minute 


The Ediphone has set the 
tempo of modern business. 
It eliminates two time- 
wasters— buzzers to sum- 
mon a stenographer and 
shorthand dictation to de- 
mand “twice-written” let- 
ters. The total of minutes 
saved can easily add an 
hour a day to the average 
dictator’s free time—a 
month every year for him 
to devote to your mutual 
interests. 

Let us prove this at your desk. Tele- 
phone “The Ediphone”, your City, 


and ask for the book “An Easy Way 
to Chart Your Correspondence.” 


Ask for Travel Service 
THOMAS A. EDISON, Ine. 


ORANGE, N. J. 





Radio Program Monday Evenings 





































Official route of the 
Convention Special of 
New York Credit Men’s 
Association. 


Bound fortheCredit 
Men’s Convention 
at Minneapolis this 
summer, enjoy the 
comfortable, con- 


venient service of 
The Milwaukee Road. 


A delightful trip—past the pictur- 
esque lakes and Dells of Wiscon- 
sin; along the scenic Upper Miss- 
issippi for more than 140 miles. 


A famous fleet of trains to serve 
you—headed by the new Pioneer 
Limited. Silent roller bearings, 
individual bedrooms, coil spring 
mattresses, ladies’ lounge, valet, 
club car, observation car, delicious 
meals, including Dinner by Rector 
on departure from Chicago. 


Other fast, comfortable trains over 
this favored route of the travel- 
wise include the Day Express, 
the Columbian, the Twin Cities 
Special and the new, roller- 
bearing Olympian. 


G. L. Cobb, General Agent 
547 Fifth Ave., at 45th St. 
New York. N. Y. 


Chicago, Ill. 


O%e MILWAUKEE 
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Trifles 


Le minuszie fanno la perfezione, 
ma la perfezione non e una minuzia 


6677° HIS letter will make an enemy instead 

of a friend,” said the old Treasurer to 
his visitor. “I’ll have to speak to the cor- 
respondent who wrote it and tell him for the 
ninety-eighth time that one unbreakable rule 
in this business is to keep the friendship of 
the customer.” 

“Don’t take it so hard,” said his friend. 
“The letter got into my hands by chance and 
[ thought you might like to see it. But among 
all the thousands of letters going out from 
your company, one slip like this seems to me 
a trifle.” But the treasurer replied: 


“Perhaps you never heard the story of the 
immortal Michelangelo. He was called on by 
a friend while engaged on the ‘Last Judg- 
ment’. The friend remarked that since his 
previous visit, no progress had been made on 
the great painting. The artist said, ‘On the 
contrary, | have been very busy and have 
accomplished much.’ He then showed his 
friend several places in the painting where 
one shade had been made lighter, another 
darker, and where a somewhat different ex- 
pression had been given to one of the char- 
acters. ‘Yes, but these are only trifles,’ said 
the friend. “That is true,’ said Michelangelo; 
‘but trifles make perfection, and perfection is 
no trifle.’ 

“A great preacher recently told of a clock 
that indicated each second of every minute, 
each minute of the hour and the hours of the 
day, and even showed the month and year. 
But, he said, if that clock gets to running fast 
or slow and is wrong about the seconds, it will 
be utterly worthless, for it will be wrong also 
about the minutes, the hours, days and years. 


“How can anyone deny the importance of 
the individual fighting man in an army, of 
the letter that goes to a customer or prospec- 
tive customer from a business concern, of the 
second hand of a clock, of the trifling little 
hole in the dyke that has to be plugged up if 
the whole countryside is to be saved? As I 
see it, one of the biggest parts of my job is to 
find and keep men and women in my depart- 
ment, whether or not they have heard of old 
Michelangelo, who are convinced that trifles 
make perfection.” R. G. 
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Blitz vs. Prentiss 


(This example of credit correspondence, 

by Donald Thompson, based on actual let- 

ters received, is reprinted from The New 

Yorker by kind permission of the Editor.) 
Jan. 12, 1929 

Mr. REGINALD L. PRENTIss, 

239 ParK AVENUE, 

New YorK CIty 

GENTLEMEN : 

A statement of your account is en- 
closed. Your prompt attention will 
be appreciated. 

Very Truly Yours, 
Buitz Business SERVICE, INc. 
(signed) O. L. Toohey, 
Collection Department 


Jan. 22, 1929 
Mr. RecinaLp L. PReEnNTIss, 
239 ParK AVENUE, 
New York City 
GENTLEMEN : 

A statement of your account to the 
amount of Three Dollars and Sixty- 
five Cents ($3.65) is enclosed. Your 
prompt attention will be appreciated. 

Very Truly Yours, 
Buiitz Business SERVICE, INc. 
(signed) O. L. Toohey, 
Collection Department 


Jan. 27, 1929 
Mr. RecinaLtp L. PRENTISss, 
239 Park AVENUE, 
New York City 
GENTLEMEN : 

A statement of your account is en- 
closed. Inasmuch as our terms are 
net cash, payment should have been 
received some time ago. Will you 
kindly forward your check for Three 
Dollars and Sixty-five Cents ($3.65) 
at an early date to cover this past due 
account. 

Very Truly Yours, 
Buitz Business Service, INc. 
(signed) O. L. Toohey, 
Collection Department 


Jan. 29, 1929 
Bitz Business SERVICE, INC., 
Tonawanpa, N. Y. 
ATTENTION Mr. O. L. Tooney, 
GENTLEMEN : 
I never heard of you before. 
Very Truly Yours, 
Reginald L. Prentiss, 
239 Park Avenue, 
New York City. 
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Feb. 2, 1929 


Mr. RecInaLp L. PReEntTIss, 
239 Park AVENUE, 

New York City 
GENTLEMEN : 

A statement of your account is en- 
closed. Our records show the amount 
of Three Dollars and Sixty-five Cents 
($3.65) which is now past due. 

Will you kindly forward your 
check at an early date. 

Very Truly Yours, 
Buitz Business Service, Inc. 
(signed) O. L. Toohey, 
Collection Department 
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Feb. 6, 1929 


Buiitz Business Service, INc., 
TONAWANDA, N. Y. 


ATTENTION Mr. O. L. Tooney, 


Dear Mr. Toouey: 
Are you my bootlegger ? 


Very Truly Yours, 


Reginald L. Prentiss, 
239 Park Avenue, 
New York City. 


(Continued on page 45) 
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disbursements to their security owners, but 
they further take their places on the list 
of those concerns that have the largest per- 
centage earnings on their invested capital. 

In the concluding chapter the author 







By Frank A. Fall, Litt.D. 


Spencer, Trask & Company calls attention 
to the fact that the boards of directors of 
many of our most successful corporations 
realize that legal knowledge in the man 
they select to lead their enterprises is of 


bility as well as the responsibility of their 
organizations at the time they are solving 
the problems, without waiting for a law 
suit to determine their responsibility. 

To the credit manager particularly, 


THE 
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knowledge of the basic principles of com- 
mercial law is an invaluable tool. Almost 
every day he is compelled to make decisions 
or conduct correspondence upon which some 
phase of the law has a vital bearing. Much 
harm may result from an ignorance of the 
jaw, and on the other hand great benefits 
may accrue from a knowledge of it, and an 
ability to steer a clear course in all busi- 
ness matters in which legal principles and 
practices are involved. 


A Study of American 


Politics 
THE NEW CITIZENSHIP. Seba_ Eldridge. 

Thomas Y. Crowell Co., N. Y., 1929. 357 pp. 
$2.50. 

The name of Professor Eldridge of the 
University of Kansas has been a familiar 
one to students of sociology and public- 
spirited citizens since the publication in 
1915 of his “Problems of Community Life.” 
Other volumes from his pen include “Politi- 
cal Action,” (1924), and “The Organiza- 
tion of Life,” (1925). 

In this book the author tackles the 
puzzling problem of why the average citi- 
zen counts for so little in the politics of 
his country, and how he may be made to 
count for more. 

The prevailing traditions under which 
the American citizen develops, says Pro- 
fessor Eldridge, produce civic incompetency 
as an invariable consequence, because these 
traditions are overwhelmingly non-civic in 
character. Obversely, the influences making 
for civic interest and intelligence are so 
weak by comparison that competent citizen- 
ship is at present impossible save for a few 
who are favored by exceptional endowment 
or circumstance. 

In this situation, the author believes, the 
crucial factor is primary-group interests 
and relationships. It is crucial both in cre- 
ating the average man’s non-civic outlook 
and in offering a point of attack for pro- 
cesses of control designed to achieve the 
opposite result. We are interested most in 
the things which enter directly into our 
daily lives—the concerns of the family, the 
vocation, the economic class, the church, 
the lodge, the club, the social clique, set or 
circle; not the concerns of the community, 
the state, the larger society in which citi- 
zenship resides. 

How, then, may we broaden the sphere 
of interest of the average citizen, and make 
our political life democratic in fact as well 
as in name? In attempting to answer this 
question, Professor Eldridge critically 
examines certain current prescriptions for 
the ailments of political democracy—wider 
exercise of the suffrage; proportional rep- 
resentation ; the initiative, referendum and 
recall; the short ballot ; democratization of 
Procedure for constitutional amendment; 
realignment of political parties; restoration 
of freedom of discussion; collective owner- 
ship of industry ; expansion of social work; 
democratic forms of community organiza- 


(Continued on page 39) 


eo2  k 


Milhons Depend on 
the Written Signature 


nL 


BIND Business 
in Business 


Broad and Wail Streets, 
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UST as modern equipment and clean, 
healthful surroundings improve plant 
or office efficiency, so Fidelity Bonds on 

employes create a better esprit de corps 
among your office force. And there is, be- 
sides, the protection it affords you as an 
employer. Our agent in your city will glad- 
ly give you the facts without obligation. 


United States Fidelity 
and Guaranty 
Company 
BALTIMORE MARYLAND 
Over 8,000 Branches and Agencies in United States and Canada 
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Answers to Credit Questions 


National Association of Credit Men 


Salesmen’s Commissions 
Q. Can a company recover excess of 


advances over commissions earned from 
a salesman? 


A. Under a contract allowing an em- 
ployee guaranteed periodical advances on 
his commission account, the employee is 
entitled to the advance agreed upon at the 
end of which period regardless whether or 
not the commissions earned up to that time 
are in excess of the amount withdrawn. 
If there is an express or implied agree- 
ment to repay any excess of advances over 
commissions earned, the employer may so 
recover, when the contract of employment 
provides for advances to the employee to 
be charged te and deducted from the com- 
missions agreed to be paid to him as the 
same may accrue. This, however, is sub- 
ject to any provision in the contract guar- 
anteeing to the employee a minimum com- 
pensation. In the absence of an either ex- 
pressed or implied agreement or promise 
to repay such excess, the employer has no 
remedy against the employee. For a Wis- 
consin case on this subject, see Lieberman 
vs. Weil, 141 Wis. 635. 

In reference to the samples which the 
salesman has failed to return, the 
visions of the contract would go. 


pro- 


Trade Acceptances and Promis- 
sory Notes 


Q. What is the difference between a 
trade acceptance and promissory note 
from the viewpoint of legality, the trade 
and the customer? 


A. Viewing the trade acceptance and 
promissory note from a legal standpoint, 
there is very little difference; both are 
negotiable instruments and subject to prac- 
tically the same law. The trade acceptance 
is not, however, a sight draft or a promis- 
sory note. A note is drawn by a person 
whereas an acceptance is drawn on a per- 
son. The trade acceptance performs a 
different function from a promissory note 
as a note is generally used in borrowing 
money and in settlement of past due ob- 
ligations, while a trade acceptance bears on 


One Park Avenue, New York 


As To Legal Advice 


HE National Association of 
Credit Men supplies answers 
to credit questions and some of 
the answers, of general interest, 
are printed regularly in the Credit 
Monthly. Advice cannot be given, 
however, regarding legal rights 
and liabilities. Such advice should 
be obtained from an attorney to 
whom all the facts should be 
stated. When such inquiries are 
received, information is furnished 
only as to the general principles 
of law involved. 
—E. P. P. 


its face evidence that it is drawn by the 
seller of merchandise on the purchaser for 
the purchase price of the goods sold and 
when accepted constitutes an unconditional 
promise to pay on a specified date. It is 
just as binding on the acceptor as a prom- 
issory note, 

The trade acceptance should have noth- 
ing to do with nor be employed in any 
class of transactions except that concern- 
ing the purchase and sales of goods, wares 
and merchandise. It should not be given 
for borrowed money or past due accounts 
but should represent current transactions 
only, 

The trade acceptance has the following 
advantages over an open book account: 
Through a trade acceptance,. the credit rep- 
resented by the account becomes immedi- 
ately available for additional use by the 
seller because the trade acceptance being a 
two name paper is acceptable for redis- 
count with all banks including members of 
the Federal Reserve System. Furthermore, 
the use of the trade acceptance establishes 
at once the correctness of the account as 
between buyer and seller and reduces the 
expense of collection and lessens the cost 
of conducting business; and, furthermore, 
in carrying open accounts, sellers strain 
their own credit in order to extend credit 
to buyers for an indefinite time, most of 
the time without interest, security or even 
any good evidence of the sale. 

Viewing the instrument from the angle 
of the buyer, we find that those who settle 
by trade acceptances put themselves into a 


class of preferred buyers the same as thog 
who discount for cash. This naturally wif 
favorably affect the credit ratings of such 
buyers with mercantile agencies. Th 
financial statements of buyers using ag 
ceptances will carry more weight because 
acceptances payable are more favorably re 
garded than accounts payable. The trad 
acceptance will have a tendency to discour. 
age buyers from over-stocking and caus 
them to watch more closely their own col 
lections in order that they may be able to 
meet the acceptance at maturity. 

A trade acceptance should never be te 
newed. If for good reasons the debtor is 
unable to pay the acceptance at maturity, 
his promissory note with interest should 
be taken. It would establish a very bad 
precedent for sellers to renew trade ac 
ceptances. The real benefits to be derived 
from it come from the debtors meeting the 
acceptances as they mature and _ thereby 
making it possible for the seller to redis- 
count the instruments. A trade acceptance 
given in renewal would not be subject to 
rediscount with members of the Federal 
Reserve System inasmuch as they then 
would fall in the class of promissory notes 
given for past due obligations. 


Mechanics Lien Law— 
Minnesota 


Q. Please state the authority of Sub- 
division 8, under Minnesota Mechanics 
Lien Digest on page 258 of the 192 
Credit Manual of Commercial Laws, 
reading as follows: 

“Taking a promissory note or other 
written obligation to pay any indebted 
ness for which a lien is given by law 
shall not discharge the lien unless the 
obligation by its terms: shall so provide 
or the time of payment be thereby e 
tended beyond the date fixed by law 
for enforcing such lien.” 


A. The said paragraph 8th is taken ver 
batim from Section 8559 of Mason’s Mit- 
nesota statutes, page 1703. See also in this 
connection the cases cited in 46 Minn., page 
426, 42 Minn. 433, 3 Minn. 147 and @ 
Minn. 269. 
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, The Business Library 
(Continued from page 37) 

tion; and the development of adult educa- 

tion. 

Experiments along these lines with pri- 
mary groups of citizens and the requisite 
federation of the groups in larger units 
would offer, Professor Eldridge believes, 
a crucial test of the possibility of political 
democracy. This claim is, however, subject 
to certain qualifications. Government might 
possibly be of and for, but never by all the 
people. The real issue here is just how 
large and responsible and competent a rul- 
ing class can be developed. 

Even if such an organization of citizen- 
ship as Professor Eldridge proposes should 
attract to its membership only a compara- 
tively small percentage of adults, it might 
be able, he believes, to revolutionize Amer- 
ican politics and at least displace rule by 
the few, for the few, with rule by the few 
for the many. 

Dr. Eldridge’s diagnosis of the ills which 
afflict the body politic is keen and thorough- 
going. Other doctors are likely to disagree 
as to the efficacy of his proposed remedies. 
He may not be able to prove that they will 
work, but neither can his critics prove that 
they will not. Time alone will tell, and 
Time never seems to be in a hurry about 
telling. 
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Helps Him Help Himself 
(Continued from page 15) 


business. His brother died and the 
business fell off rapidly. The account 
was in arrears. Investigation re- 
vealed that the customer was not at- 
tending strictly to business. Mean- 
while, the business had been incorpo- 
rated but we were not informed. The 
customer wrote us on his own sta- 
tionery, subsequent to incorporation, 
assuring us that our account would 
be taken care of, etc. Co-incident with 
incorporation the customer had pur- 
chased all new fixtures on a condi- 
tional bill of sale. One day he sus- 
pended payments on them and, in 
consequence, his business was wiped 
out. The account was a man of good 
family connections and we had for- 
tunately retained all correspondence, 
shipping receipts and other papers 
signed by him as an individual. We 
consulted with our lawyer and pre- 
pared to bring suit against the indi- 
vidual who appeared on our books. 
By mutual consent the action was 
terminated with a compromise which 
gave us approximately 79 per cent. 
of our money in what had seemed 
a hopeless situation. 


In another instance, one of our old 
Customers died and his _ busi- 
ness was taken over by his 





UT how about his insur- 
ance?” asks the credit 
man. When he finds that 

the applicant carries full protec- 
tion with the A‘tna Fire Group, 
then he knows the credit will 
not be jeopardized by fire, wind- 
storm and other insurable losses. 


Insurance Company 
The World Fire and Marine Insurance Company 


The Century Indemnity Company 
HARTFORD, CONNECTICUT 


Every Ship Carries 
Insurance 
Every ship sailing the seas carries a qualified 


captain and certified navigation officers, yet the 
ship and its cargo are insured against catastrophe. 


The credit man of a manufacturing or wholesal- 
ing establishment, like the captain of a ship, is 
perfectly capable of guarding against all dangers 


which can be foreseen. 


It is the unforeseen which brings disaster. A 
National Policy of Credit Insurance is the guar- 
antee which converts your outstanding book 
accounts into certain assets. 


' National Surety 
Company 


Ww. B. Joyce, Chairman E. A. Sr. Joun, President 
E. M. Auten, Vice-President W. L. Crzmens, Asst. Vice-President 
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25 Used 
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OUR reason for selling: 
change in size of our 
master cards. We had 85 
cabinets in all, and the 
25 we have left will sell 
quickly at this price. 
New Kardex Files today 
cost $114.50. 


MERCHANTS SERVICE BUREAU 


35 Pearl Street 
GRAND RAPIDS, MICH. 
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widow who took in a partner. The 
partner sold his interest to an excel- 
lent young prescription pharmacist 
but poor business man. To secure 
his interest he induced an ice cream 
company to furnish capital on a chat- 
tel mortgage on the fixtures. To se- 
cure the widow’s interest a second 
chattel mortgage was negotiated. One 
day the new partner, deciding to ren- 
ovate, threw out all the fixtures and 
bought new ones on a conditional bill 
of sale and thus practically voided 
both chattel mortgages. Since we 
were one of the heaviest unsecured 
creditors, I felt that some action was 
necessary. A man was found with 
capital (an excellent merchandiser) 
who took over all liabilities and man- 
aged the store. The young prescrip- 
tion pharmacist was well liked and 
the new partner was a clever man- 
ager. To-day they have a good sized, 
successful business and are a prompt 
paying account, while their old in- 
debtedness is being steadily reduced. 

We have never been afraid to do 
things slightly out of the usual if we 
believed they would be effective. In 
one case, a customer’s store was be- 
ing foreclosed. The amount due on 
mortgage was less than the value of 
the store and our account. Conse- 
quently, I went and bought the store 
at the constable’s sale. I re-sold it 
to a competent young druggist at the 
actual amount involved, secured by a 
chattel mortgage. This young man 
paid his mortgage in prompt instal- 
ments in less than three years. Dur- 
ing this time he of course had our 
current account discounted. The 
store has been turned over to him, 
free and clear. He has since been 
able to purchase an automobile and is 
increasingly successful. 

In the execution of a credit policy 
I believe that the greatest amount of 
freedom should be given the credit 
executive. He is expected to assume 
the responsibility and should be per- 
mitted to act upon his decisions. I 
have been singularly fortunate in 
having had full authority to use my 
own judgment. Our president has 
always given me his fullest co-opera- 
tion, and has never interposed any 
objection to my plans. Believing that 
I had the best interests of our firm at 
heart he has allowed me to make my 
mistakes in my Own way. 

This attitude means much to the 
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credit executive. It heartens him, }j 
gives him zeal. It makes him a 

his responsibilities with even greater 
conscientiousness since he knows that 
it rests wholly with him to see thg 
proper security underlies his com 
pany’s extensions of credit, to coh 
lect effectively past due accounts and 
to devise successful adjustment plans, 


No Vindictiveness 


Incidentally, we ordinarily do no 
hold it against a man if we have had 
previous difficulties with him ag 4 
debtor. When an adjustment js 
made, we are willing to give the debt. 
or as fair a chance, if he begins 
again, as if he were a newcomer, 
Naturally, we give his account closer 
attention and enforce our terms more 
strictly, but we are not prejudiced 
against him. We have found that 
while a man’s first business venture 
may fail, years later he will again try 
and succeed, his past experience 
standing him in good stead. Dishon- 
est, fraudulent debtors cannot k 
dealt with too severely, but mere vin- 
dictiveness has no place in a credit 
man’s philosophy. 

In our trade we have certain pecu- 
liar factors—some of which have 
helped us, others the reverse. For 
one thing, we deal, generally speak- 
ing, with men of education and a 
good moral or ethical sense. On the 
other hand, these very same men may 
definitely lack a business or manage- 
ment ability. 

None the less, we have managed 
to increase our business steadily for 
over 20 years, while keeping our per- 
centage of losses at less than two- 
tenths of one per cent. 

This does not imply that we fed 
that we have achieved an ideal credit 
system. We have had to form our 
policy to meet the conditions of our 
business. We feel that its success has 
been due largely to the fundamental 
honesty and decency of the average 
man. Furthermore, our personal at 
quaintance with our accounts has et 
abled us to assist them in ways which 
would have been impossible had we 
not had a thorough knowledge of 
their needs. 


Unusual 


669 WANT to pay cash for this 
car,” says a customer—as fe 
corded in Life. 
“Yes, sir,” the salesman answets, 
“but it’s so unusual, I’m afraid youll 
have to give us a reference or two.” 
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A Referee in Bankruptcy 
(Continued from page 12) 


present the facts by a letter to the 
proper official for such action as he 
deems the law requires. Do not let 
the matter die of inattention or pol- 
itics but watch it as you would an old 
account, requesting frequent reports 
as to progress. The word should go 
out to those who defraud creditors, 
whether by violations of the civil or 
criminal law, that every remedy avail- 
able to the law for such violations 
will be made use of, and every pun- 
ishment, either civil or criminal, that 
the law permits will eventually be 
imposed upon them. I feel that we 
should each adopt the motto of the 
Canadian Mounted Police, “Get your 
man!” That man is each and every 
credit defrauder. Only by such pro- 
cedure can we secure the respect and 
fear of those engaged in robbing 
you, your stockholders and the public 
generally of staggering annual sums. 
Maudlin sentimentality has never 
paid dividends to a credit manager. 


Dishonest and Incompetent 


We too often endeavor to recover 
the losses occasioned by unwise ex- 
tension of credit by granting further 
time for payment when every fact 
surrounding the embarrassment of 
the debtor clearly points to his event- 
ual failure with further losses. Ex- 
cept in instances where the difficulties 
of honest and competent debtors 
arose through unforeseen circum- 
stances—and such instances are few 
—I do not recall a single instance 
within my observation wherein such 
extensions were of any benefit to 
anyone. In practically every case 
they resulted in a loss to creditors 
and the giving of false hope and post- 
poning for the debtor the time when 
it became necessary for him to apply 
himself to the work of which he was 
capable. Once a debtor has been 
found to be incompetent or moral- 
ly unfit, credit should not be extend- 
ed to him until he has endured his 
baptism of fire and begun at the bot- 
tom and by earnest effort and honest 
conduct raised himself to a position 
where he is again entitled to con- 
fidence. 

Whenever you permit a dishonest 
of incompetent debtor to remain in 
business you are fooling yourself and 
deluding him and his other creditors, 
and giving him an opportunity, which 


he usually exercises, to drag into 
financial ruin not only himself but 
his immediate family, and often other 
relatives and friends, and cause loss- 
es to other creditors who have not 
the same familiarity with the debt- 
or’s failings that you may possess. 
Instances of this character that have 
come to my attention have been in- 
deed heart-rending. I have seen in- 
dependent fortunes of wives inherit- 
ed from their parents or first hus- 
bands swept away, aged parents who 
by a life of industry and frugality 
accumulated a competency that would 
be sufficient to support them in com- 
fort, even luxury, for the remainder 
of their lives and be comfortable 
fortunes for their children, turned 
out of the bankruptcy court near the 
end of their lives to begin earning 
their living by whatever employment 
they might secure—dozens of such 
cases—all brought about by indulg- 
ing pampered and incompetent hus- 
bands and children, in their ambition 
to be big business men without serv- 
ing an apprenticeship. Truly, love 
is blind. 

I plead for a more exact appraisal 
of persons who seek credit, a more 
detailed inquiry into their past his- 
tories, their lives, experience and 
their methods of business. I believe 
that at least 80 per cent. of the bank- 
ruptcy failures I have observed—not 
referring to the small debtor dis- 
charging his household and personal 
debts—were due to the actual incom- 
petency of the bankrupt. After ques- 
tioning these bankrupts, it is beyond 
my understanding how they obtained 
credit. In addition to quite a num- 
ber who have suffered previous bank- 
ruptcies, assignments and failures of 
different sorts, there are many oth- 
ers of whom I have asked a few ques- 
tions to determine their overhead ex- 
penses, sales, losses, percentage of 
profits at the beginning of their busi- 
ness operations, and what factors led 
them to believe that their sales could 
be increased or expenses reduced. 
Their answers have always clearly in- 
dicated predestined failure; and I 
have wondered why questions were 
not asked or these facts determined 
by independent investigations prior 
to the extension of credit for such 
enormous sums. 

Do not understand me as opposing 
the use of the credit system.. It is 
the main spring of our business exist- 
ence and its use must be extended 
rather than curtailed; without it the 
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volume of our business would be re- under a system of barter and ex- 
duced to a small fraction of our pres- change. Competition, particularly 
ent transactions—hardly more than with the old world, will force us to 
_ extend greater credit and we must 
by sufficient application and concen- 
tration extend such credit only to the 
honest and the competent. It is by 
being ever on the alert and continu- 
ally seeking to read every indication 
as an experienced tracker on the 
desert reads the signs of the trail, 
that we may be able to recognize the 
dishonest and the unfit, who while but 
a small percentage of your credit 
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BULK 
The Bankruptcy Law -. 
66 NY plan for revision of ty tar, by 
Bankruptcy Act which elimi * aoa 
inates creditors from a promineyi— unknow! 
part in the administration of the gy — 
sets of the bankrupt is doomed te tithe 
failure. that it i 
“Any revision which provides fy = - 
reform in the matter of the selectig(§ of mer 
or appointment of receivers by .. 
which fails to provide a remedy fg 5, 1929. 
the abuses attending the election of 
the trustee, will fall short of accom pULK 
plishing its purpose. Whe 
“Any plan of reform which is lim ("to 
ied to improving the administration § ing hit 
in small cases alone will prove inad.@ ym! 
mortgé 
quate. the go 
a Any such plans will be Oppose _ 
yy the National Association of tures . 
Credit Men.” meanit 
These are the declarations of th sede 
recently appointed special N. A, C@& trade 
M. committee on the Bankrupty ane 
Law at its first meeting last month cious 
Chairman Richard T. Baden off /v¢¢ 
Baltimore announced that Robert A ™ 
B. Cook, counsel of the Boston Ass- BAN 
ciation of Credit Men and Lister1§  ,., 
Watts, the Washington, D. C, &@ solve 
rector of the N. A. C. M., had bee va 


appointed to the Committee by Pres- 







erty 
dent Frank D. Rock. be a 
Tv 
ruptc 
while 
Warning - 
The Credit Monthly is advised thatag® rupt 
man of the name of “F. V. Bandissin” hag enter 
been issuing bad checks in various cities —§  affid: 
the Pacific Coast, notably Portland aj on 1 
Seattle. He is reported to operate as a spt $2,5 
cialist on food purchasing for hotels. in tl 
not 
with 
. mov 
Impersonation = 
A man impersonating himself as a sal the 
man of Ault & Wiborg Co. has been cast ban! 
ing checks alleged to be forgeries, in How hav 
ton, Texas. whi 
The checks used by this individual at thre 
printed with the name of the Ault & We tacl 
borg Company and have the general a hav 
pearance of being Ault & Wiborg’s in 
They are printed on green, national atte 
paper. Members of the Association, al obt 
particularly hotels are warned to be @ tha 
their guard against this individual whos the 
using the names of Mack A. ‘Coleman the 
W. W. Mackey. The checks are draw pre 
on the Second National Bank. Cincinnal, ma 
Ohio, and bear the forged signature wa 
Charles A. Aills, Treasurer of the Aut 
& Wiborg Company. “ol 
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Court Decisions and Washington Notes 


Sales 


BULK SALES LAW 

This is an action to declare appellee a 
receiver for benefit of appellant, as a credi- 
tor, by reason of the purchase by appellee 
of the fixtures of a butcher shop, the stock 
of merchandise having been sold to persons 
ynknown. The trial court held that the 
transaction did not come within the bulk 
sales law. The Supreme Court points to 
the title of the act and its wording, and 
that it is in derogation of the common law, 
and affirms the trial court in holding that 
the sale must include some of the stock 
of merchandise to bring the case within 
the law. Hughes-Curry Packing Co. vs. 
Sprague, etc. Sup. Ct. Ind. Decided March 
5, 1929. 


* o* 


BULK SALES ACT. FRAUD 


Where a merchant borrows money, and 
to secure same gives a chattel mortgage on 
his stock of goods and fixtures, and, find- 
ing himself unable to make the required 
payments surrenders and delivers to the 
mortgagee all or a substantial portion of 
the goods and fixtures in compliance with 
the terms of the mortgage, held that it is 
such a disposal of the merchandise and fix- 
tures as is contemplated to be within the 
meaning of the term “sale and disposal” as 
used in the bulk-sales law and is a disposal 
otherwise than in the ordinary course of his 
trade or business as described in that law. 
The disposal is void as against creditors of 
the mortgagor, and the mortgagee becomes 
a trustee for the creditors of the mortgagor. 
Joyce vs. Armourdale State Bk., Sup. Ct. 
Kan. 


* * * 


BANKRUPTCY 


Act of Bankruptcy. Whether an In- 
solvent Committed an Act of Bankruptcy 
by Suffering a judgment to be Entered 
Against Him, He Having No Real Prop- 
erty Against Which the Judgment Would 
be a Lien. 

Two creditors filed a petition in Bank- 
ruptcy against Getz, alleging that Getz 
while insolvent and within the next four 
months preceding the date of the filing of 
this petition committed an Act of Bank- 
ruptcy in that he suffered a judgment to be 
entered against him for failure to file an 
affidavit of defense to a statement of claim 
on two promissory notes in the sum of 
$2,500., and that the judgment was entered 
in the Philadelphia County Court and had 
not been vacated, discharged or satisfied 
within thirty days. The alleged bankrupt 
moved to dismiss the petition on the ground 
that it failed to aver an Act of Bankruptcy. 
Under the amendment of May 27, 1926, to 
the Bankruptcy Act of 1898 the acts of 
bankruptcy by a person shall consist of his 
having ***** “(4) suffered, or permitted, 
while insolvent, any creditor to obtain 
through legal proceedings, any levy, at- 
tachment, judgment or other lien and not 
having vacated or discharged the same with- 
in thirty days from the date such levy, 
attachment, judgment or other lien was 
obtained.” The alleged bankrupt claimed 
that since he had no real property, 

judgment could not be a lien, and, 
‘fore, was not within the above quoted 
Provisions. The petitioners claimed that it 
made no difference whether the judgment 
was a lien or not. 
Held, petition dismissed. The word 
other,” used in defining the fourth act of 
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bankruptcy, in connection with the words 
“levy, attachment, judgment or other lien” 
implies that Congress had in mind, when 
it used the word “judgment,” such a judg- 
ment as would become a lien on real estate 
and thus a legal preference, unless vacated 
or discharged within four months. Weitzel 
Flooring Corp., et al. vs. Gets. Circuit 
Court of App. for the Third Cir. ( Penna.) 


* * * 


PROHIBITION 


(State). Forfeiture. Conditional Sales, 
When the Conditional Vendor of an Auto- 
mobile Seized For Prohibition Violations 
Was Not Protected. 

The automobile involved in this action 
was sold to one Warnes upon a conditional 
sales: contract. Subsequently the vendor 
assigned to the intervenor all its rights, 
title and interest in the conditional sales 
contract and the property thereby covered. 
Warnes used the automobile to transport 
intoxicating liquors and was arrested, and 
the automobile was seized and proceedings 
instituted to forfeit the same. Thereupon 
the assignee of the conditional sales contract 
intervened and claimed that it had no 
knowledge of the illegal usage and that 
neither the intervenor nor the original 
vendor had any reason to suspect any 
illegal usage and sought to prevent forfei- 
ture. The South Dakota statutes provide 
for forfeiture “unless good cause is shown 
to the contrary by the owner.” This pro- 
vision is similar to that in the National 
Prohibition Act, but there is no provision 
for the protection of lienors in the State 
Act, whereas such a provision is included 
in the Federal Act. 

Held, that the intervenor had no remedy. 
A conditional vendor is not an owner in 
any popular or generally accepted sense of 
the word. Therefore, the intervenor was 
not protected by the terms of the statute. 
The omission from the statute of any pro- 
vision relative to the rights of lienors such 
as appears in the Federal Act, tends to 
show that the statute is not designed or in- 
tended to protect lienors, however innocent. 

Note: For the Federal Rule see United 
States vs. Humberd, U. S. District Court, 
District of Kansas, First Division, di- 
gested on page 602 of this service. State 
of South Dakota vs. One Pontiac Coach 
Automobile. Supreme Court of South 
‘Dakota. Decided March 2, 1929. 


* * * 


DESCRIPTION 


Where specified goods are sold in com- 
pliance with an order describing the goods 
and the seller furnishes them, held that he 
warrants that the goods are of the kind 
asked for. In such case, it is a substantive 
part of the contract that the goods shall 
be of the kind ordered. That is one of the 
terms of the contract without the fulfill- 
ment of which the contract can not be per- 
formed. This rule is not changed by the 
Uniform Sales Act and is in addition to 
the implied warranty that the goods shall 
be fit for the particular purpose to which 
they are to be applied when that purpose 
is known to the vendor. Rosen Rye is a 
well known article of trade and it was 
wholly immaterial in selling it, so far as 
defendant’s liability is concerned, whether 
he knew at the time of the sale that the 
article sold was or was not, Rosen Rye. 
Having undertaken to sell plaintiff Rosen 
Rye, defendant’s obligation could not be 
performed without furnishing rye which 


answered that description. Without plain- 
tiff’s consent defendant could no more sub- 
stitute another kind of rye, than he could 
substitute barley or some other kind of 
grain. He was bound to furnish Rosen 
Rye for that was one of the terms of his 
contract. In accepting the goods tendered 
as fulfillment of the contract, plaintiff, not 
being able to determine from an inspection 
that the seed was not of the kind ordered 
relied and had a right to rely upon the des- 
cription of the goods ordered, Parrish vs. 
Kotthoff, Decided March 5, 1929, Sup. Ct. 
Ore. Deprt. 1. 
* . * 


NOTES 


The notes in question contained the fol- 
lowing clause: “The makers and endorsers 
of this note hereby severally waive protest, 
demand, notice of non-payment, and consent 
to the renewal and extension of this note 
without notice to us.” Held that clause such 
as is above quoted does not destroy the 
negotiability of an otherwise negotiable 
note under the laws of South Dakota. It 
is the law of this state that the negotiability 
of a note is determined in the courts of this 
state, so far as concerns the maker at least, 
in accordance with the law of the place of 
payment. As will be observed the notes in 
question in this case were “myself” notes, 
endorsed by the maker, specifying no place 
for payment, but giving the address of the 
maker. Judgment for plaintiff affirmed. 
Sioux National Bank of Sioux City vs. 
Lundberg, Supreme Court S. D. Decided 
March 2, 1929. 


* * * 


NEGLIGENCE FORGED INDORSE- 
MENT 


A reputable business man and customer 
of the Bigelow bank at different times pre- 
sented to the bank and cashed checks made 
to his mother-in-law, living in his home, 
and endorsed by her. His character and 
reputation were unquestioned. He stole 
from his mother-in-law an $800. certificate 
of deposit, issued to her by another bank, 
forged her name as an indorsement upon 
the back of the certificate, and presented 
it to the Bigelow bank, which cashed it 
after he endorsed it. Held that the Bige- 
low bank was not guilty of negligence in 
failing to investigate the genuiness of the 
purported indorsement of the payee. The 
rule that a bank must know the signature 
of its customers has a direct reference to 
the ordinary depositor having a checking 
account, and is not applicable to the in- 
dorsement of a certificate of deposit by the 
payee therein. Where a bank cashes a cer- 
tificate of deposit and transmits same, with 
its indorsement thereon, through the usual 
channel to the bank issuing same, it, by its 
indorsement, impliedly guarantees that all 
previous indorsements are genuine and that 
it has good title to the certificate. Where 
a person steals a certificate of deposit and 
forges the payee’s indorsement thereon and 
cashes it at the bank, which in turn de- 
livers it to the issuing bank and receives 
the amount thereof, both banks are liable 
to the payee in an action for conversion. 
Moler vs. State Bank of Bigelow Sup. 
Court, Minn. 

* * * 


NOTES. INDORSER. GUARANTY 


Appellee sued appellant and the maker 
and sureties of a note made payable to ap- 
pellant and sold to appellee and transferred 
by the following language on back of the 
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note signed by appellant, as follows: “The 
undersigned hereby guarantee the payment 
of the within note. Presentment, demand 
and notice waived.” Appellee sued on the 
theory that appellant was an indorser and 
appellant defended on the ground that it 
was only a guarantor who could not be 
sued in the same action as those primarily 
liable. Held that appellant was an en- 
dorser and not a mere guarantor. Hoosier 
Mutual Ins. Co. vs. Citizens Trust & Sav- 
ings Bk. App. Ct. Ind. Decided March 13, 
1928. 
* * * 
NOTES. DISCHARGE OF 
MODATION INDORSER 
Held that no principal of law is more 
firmly established than that a payee or 
creditor releasing security for his debt dis- 
charges the indorser or surety to an amount 
equal to the value of the property released. 
The chattel mortgage which plaintiff re- 
ceived was in nowise impaired by the giv- 
ing of the note in suit, which was but a 
renewal of the first note to which the 
mortgage was given as collateral security 
and when plaintiff discharged the mortgage 
he thereby destroyed all right of appellant 
of subrogation to the security of said 
mortgage and thereby appellant was re- 
leased from obligation upon the note itself. 
The burden was clearly upon plaintiff, who 
had discharged and released the security, 
to show that the value of the security was 
less than the indebtedness, and by his fail- 
ure to offer such proof, the value was pre- 
sumed to be at least the amount of the 
indebtedness and appellant was discharged 
from liability. Cohen vs. Rossmoore. N. 
Y. Sup. Ct. App. Div. 1st Dept. Decided 
March 1, 1929. 


ACCOM- 


* * * 


WASHINGTON NOTES 





These notes are supplied by George 
C. Shinn, Wilkins Building, Wash- 
ington, D. C., representative of the 
National Association of Credit Men 
at the Capital. 





Standards Yearbook. 


The Department of Commerce recently 
announced the publication of a new book, 
“Standards Yearbook, 1929.” The publi- 
cation contains much valuable information 
concerning the standardization of com- 
mercial weights and measures throughout 
the world; standardizing the calendar ; in- 
ternational, national, and federal standard- 
izing agencies ; municipal, county, and state 
agencies. 

The notice of the publication refers to 
standardization as the “keynote of indus- 
trial progress.” 

The book may be purchased by apply- 
ing to the Superintendent of Documents, 
Government Printing Office, Washington, 
D. C,, inclosing One Dollar. 

* *~ * 


Tax Opinions. 


Gross Income as Affected by a Special 
Assessment for Construction of Improve- 
ments on Leased Premises. 


The General Counsel of the Bureau of 
Internal Revenue recently rendered an 
opinion to the effect that, under a lease 
which provided in part that the lessee was 
to pay all taxes, special assessments and 
other charges against the property, and 
further provided that the tenant was to 
construct a building on the property, suit- 
able to produce a certain income, and where 
the lessee paid a special assessment levied 
against the property for an improvement 
consisting of a public driveway, that the 


payment by the lessee of said special 
assessment was analogous to the making 
of an improvement on the leased premises 
by the lessee, pursuant to the agreement 
with the lessor, and so resulted in taxable 
income to the lessor, the measure of the 
income being the estimated value of the 
improvement to the lessor during the lease 
period subject to the lease. 

= » ” 


Tax Opinions. 
Claims for Refund in Cases of Judg- 
ment Obtained Against the United States. 
A recent regulation, promulgated by the 
Secretary of the Treasury, provides: 


“Claims for the payment of judgments 
rendered by United States district courts 
and the United States Court of Claims 
against the United States representing 
taxes, penalties, or other sums, should be 
executed on Form 843 in duplicate and 
filed directly with the Commissioner of In- 
ternal Revenue, Washington, D. C. The 
claimant should state the grounds of his 
claim under oath, giving the names of all 
parties to the suit, the cause of action, the 
date of its commencement, the date of the 
judgment, the court in which it was recov- 
ered, and its amount. To this affidavit 
there should be annexed two certified 
copies of the final judgment, and an item- 
ized bill of the costs paid, receipted by the 
clerk or other proper officer of the court. 
In the case of a judgment rendered by the 
Court of Claims, there may be submitted 
in lieu of a certified copy of the final judg- 
ment, a certificate of judgment issued by 
the clerk of the court and two copies of the 
court’s opinion, if any was rendered.” 

” * a 


Tax Opinions. 
An interesting decision was recently 
rendered by the Supreme Court of the 
United States, involving income tax on 


gifts. The case referred to is that of Taft 
vs. Bowers, Collector of Internal Rev- 
enue. 


Briefly, the facts were that the peti- 
tioners were the donees of stocks, and 
sought to recover from the Government, 
income taxes exacted because of the ad- 
vancement in the market value of those 
stocks while they were owned by the 
donors. The United States demanded an 
income tax reckoned upon the difference 
between the costs to the donor and the 
price received by the donee. The donee 
paid accordingly, and sued to recover the 
portion imposed because of the advance- 
ment in value while the donor owned the 
stocks. The right to tax the increase in 
value after the gift was not denied. 

The Supreme Court held that under 
the Revenue Act of 1921, providing: that, 
for income tax purposes, the basis for as- 
certaining gain or disposition of property 
acquired by gift shall be the same as that 
which it would have in the hands of the 
donor, (or last preceding owner by whom 
it was not acquired by gift) and which 
operates to require the donee of the stock, 
who sells it at a profit, to pay income tax 
on the difference between the selling price, 
and the value when the donor acquired it, 
is valid and constitutional, and the income, 
reckoned upon the difference between the 
costs to the donor and the price received 
by the donee, may be taxed. 

e & 6 


Resale Price Maintenance. 


The Federal Trade Commission recently 
announced that “Part I of the Federal 
Trade ‘Commission’s report on Resale 
Price Maintenance (House Document 646) 
is now ready for distribution.” 

“This report was undertaken on the 
initiative of the commission, and covers in- 
formation received in reply to question- 
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naires sent to manufacturers, wholesalp 
retailers, and consumers, together with 












discussion of legal status of resale pg. (Co 
maintenance in the United States and 
tain foreign countries.” , 
* * * Mr. REG 
Retail Credit Accounts, 239 PAR! 
“Domestic Commerce” recently ggNew Y¢ 
attention to one feature of the Nati . 






Retail Credit Survey, which the De 
ment of Commerce is conducting, 
survey is “expected to bring out, 
other information of value to retail mp. 
chants, the length of time credit 
are outstanding. Questionnaires ask fy 
balances due when books are closed for the 




































































month and collections for each month jy Ver 
both open and instalment credit acco 
By checking the collections of the mon BL 
against the balance outstanding at the ey 
of the previous month it is expected to 
cure a collection percentage which wil] j, 
dicate the time credit accounts are oy. 
standing. This factor is important becayy 
interest upon capital required to finance g.§§ BLITZ I 
counts constitutes such a large part of th Tonaw 
cost of credit extension. The lower th ° 
collection percentage, of course, the mg ATTEN’ 
money is required to finance the GENTLE 
and the higher the costs, all other thing; Are 
being equal, the less the profits.” sande 
7 * ” 
Trade Commission Decisions 

The Federal Trade Commission regent 
published a number of decisions involyig 
unfair practices on the part of various og. 
porations, firms, and individuals throug 
out the United States. The cases hap 
been pending for some time, and muchtu® Mr. R 
timony taken, and the decisions of the Cop 239 Ps 
mission have been announced. Amongth®..  ; 
cases are the following: New 

In re: A. W. Perryman, et al, No, &@GENTL 
In this case the respondent, A. W. Perm: A st 
man, trading under the name of Perrym— . 
Investment Company, was orderea to cee (losed. 
and desist from publishing, distributing. «f As 
circulating in any manner in connect | 
with the offering for sale in interstate com — 
merce of the stock of Houston Oil & Reg remutt 
fining Company, of any misleading state Sixty- 
ment or representation concerning the o- 
ganization, financial conditions, resources 
income, etc., of said company. 

In re: Kirschmann Hardwood Compan 
No. 631. The Commission ordered the re 
spondent, Kirschmann Hardwood Com 
pany to cease and desist from using th 
word “mahogany” in connection with ce- 
tain woods from the Philippine Islands} Brrr; 
This case is similar to the Jones Hardwood Tox 
Company case, and Commissioner Humfe | °%/ 
phrey dissented from the majority of opie ATTE 
ion. : . GEN’ 

In re: Right Way Royalty Syndicate,¢ 1 
al, No. 637. In this case the Commisiog} — 
issued an “order to cease and desist ™ N. \ 
against the respondents, E. L. Chapma Py 
H. F. Mitchell, and A. J. Chapman, for @ . 
bidding them to publish, circulate, or dsj ™Cat 
tribute in connection with the sale in Inter § conc 
state Commerce of the stock of the Rigt®} | 
Way Royalty Syndicate, of any advertis \ 
ing matter containing any false or mis M 
leading statement or representation cor § whic 
cerning the organization, resources, incom § yoy) 
management, profits, or prospects of sili ° 
corporation. che 

In re: J. H. Crites, et al, No. 633. Te® five 
respondents, J. H. Crites, John G. Dee, W. \ 
J. Ross, M. W. McQuaid, and MLR 
Chandler, were enjoined from circulatin @ ™n 
in interstate commerce in connection WI [w 


the sale of stock of the O-Tex Producti 
Company of any advertising literature co 
taining false or misleading statements # 
representations concerning the property, ft 
sources, assets, or financial condition 

O-Tex Production Company. 
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Foam from the 3 C’s 
(Continued from page 35) 

Feb. 12, 1929 
Mr. REGINALD L. PRENTISS, 
239 ParkK AVENUE, 
New YorK CIty 


GENTLEMEN: 
A statement of your account is en- 
osed. 

Will you kindly forward your 


check for Three Dollars and Sixty- 
five Cents ($3.65) at an early date. 
Very Truly Yours, 
Buitz Business SERVICE, INc. 
(signed) O. L. Toohey, 
Collection Department 


Feb. 18, 1929 
Burz Business SERVICE, INc., 
TonawANDA, N. Y. 
ArrentIon Mr. O. L. Toouey, 
GENTLEMEN : 
Are you the Fuller Brush man? 
Very Truly Yours, 
Reginald L. Prentiss, 
239 Park Avenue, 
New York City. 


Feb. 27, 1929 
Mr. Recinatp L. PRENTIss, 
239 Park AVENUE, 
New YorK CIty 
GENTLEMEN : 

A statement of your account is en- 
closed. 

As it is long overdue will you 
please oblige at an early date with a 
remittance of Three Dollars and 
Sixty-five Cents ($3.65). 

Very Truly Yours, 
Bitz Business Service, INc. 
(signed) O. L. Toohey, 
Collection Department 


Mar. 7, 1929 
Butz Bustness SeErvIcE, INc., 
Tonawanpa, N. Y. 
Arrention Mr. O. L. Toouey, 
GENTLEMEN : 

I have never been in Tonawanda, 
N.Y. 

Previous to your series of commu- 
nications I had never heard of your 
concern. 

I do not owe you a cent. 

Merely as a tribute to something 
which is strange and admirable in 
your character I am enclosing my 
cheque for three dollars and sixty- 
five cents. 

Now that we’re friends would you 
mind telling me just how you decided 
! was indebted to your concern? 

Very Truly Yours, 
Reginald L. Prentiss, 
239 Park Avenue, 


New York City. 


When writing to advertisers, please mention the Credit Monthly 


Mar. 20, 1929 
Mr. RecInaLp L. PRENTIss, 
239 Park AVENUE, 
New Yor«k City ‘ 
GENTLEMEN : 

A statement of your account is en- 
closed. This you will note shows an 
amount which is now past due. 

Inasmuch as our terms are net 
cash, will you kindly forward your 
check at an early date to cover this 
past due account. 

Very Truly Yours, 
Biitz Business Service, INc. 
(signed) O. L. Toohey, 
Collection Department 


Lots of Acont to Colect 


MEMBER of the Cleveland 
Association of Credit Men 
has received this letter from a debtor: 
“Pleace du not worey to motch, | 
got lots of acont to colect ant will 
pay you after the 25 day of March 
whit % 8 intres. We was stormt in 
her ant ouwer Sales wer low as 65 
cents a day to $3.00 was a goot big 
day. the Snow is living os nouw 
ant the rods openin op.” 


In Public Life 


F. Bomhoff, Jaxon Steel Prod- 
e ucts Co., a division of the 
General Motors Corporation, a direc- 
tor of the Jackson (Michigan) As- 
sociation of Credit Men, has con- 
sented to act as city commissioner 
to succeed Commissioner Charles H. 
Patterson who has become mayor of 
Jackson. Mr. Bomhoff, an officer of 
his company, has long been identified 
with credit association activities and 
has served as a member of the City 
Planning and Zoning Commission. 


N. A. C. M. Monthly Letter 


SPECIAL SURVEY covering 

Michigan, Illinois, Missouri 
and Ohio, Slow Accounts, Bank Bal- 
ances and Bill Paying, Collections 
conditions throughout the country 
and General Business Conditions are 
the topics covered in the May issue of 
the Monthly Letter of Executive 
Manager Miller of the National As- 
sociation of Credit Men. 
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APER 
ROPERLY 
RODUCED 
REPARES 
ROPER 
RINTING 


We are distributors for 

the most representative 

Paper Mills in the 
United States. 


FOREST PAPER COMPANY 


“The House of Standard Grades” 


334 HUDSON STREET 
NEW YORK 


Telephone, Walker 2030 





MEMBER: 
NATIONAL ASSOCIATION OF CREDIT MEN 
MERCHANTS ASSOCIATION OF New YorK 
NATIONAL Paper TRADE ASSOCIATION 
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N. A. C. M. Officers and Branches 


, as of April 15, 1929 











Pres., FRANK D. ROCK 
Armour & Co. 


J. P. Stevens & Co. 
New York 







New York 


Exec. ae and Treas. 
STEP I. MILLER 
One Park Ave., New York 
Vice-Pres. WILLIAM FRASER Vice-Pres., J. H. SCALES Vice-Pres., E. D. ROSS 
Belknap Hardware & 


Eastern Division os" Act’g. Central Division ManagerWestern Division 
E. PAUL PHILLI 5 E. VAUGHAN, JR. Oo. S. DIBBERN 
One Park Avenue 33 So. Clark St. 512 Oceanic Bldg. 
















Asst. Treas. 
RODMAN GILDER 
Park Ave., New York 


Mfg. Co. a ~ | Co. 









Note: A. C. M. means Association of Credit Men 


ALABAMA, Birmingham—Birmingham C. M. 
A. Pres., T. C. Buckshaw, 9 Northing- 
ton, Inc.; Sec.-Mgr., R. H. Eggleston, 321- 
Lincoln Reserve Life Bld dg. 


Mon Montgomery A. C. M. 
Max Eisenberg, Loeb Hardware Co.; 
M. Holloway, Credit Re rting Co. 419 Shep- 
herd Bldg.; Asst. Sec., Arthur Walker. 


ARIZONA, Phoenix—Arizona Assn. of Credit 
Men. Pres., C. W. DeMund, Arizona Hdwe. 
Supply Co.; Secy., C. W. Lindsley, Arizona 
Assn. Credit Men, 628 Security Bldg. 


Pres., 


ARKANSAS, Fort Smith—Fort_ Smith & Cc. M. 


Pres., Davis Crane, Crane Candy C Sec., 
Marion Bird, R. M. B. Produce Co.; ; Mideeee 
J. R. Purdom, Ft. Smith Coffee Co. 

Little Rock—Little Rock A. C. M. Pres. 


Elliott Tucker, Fletcher Coffee & Spice Co.; 
Sec. L. L. Lauck, Little Rock Packing Co.; 
Asst. Sec.-Mer., Mrs. L. Periman, 207 Enter- 
prise Bldg., 5th and Spring Sts. 


CHAREENEA, | Los Co Frockatrat Angeles C. M. 
A. Pres., ee, California 
Dairies, Inc.; 7 a S. Chase, 111 W. 7th 
St.; Asst. Sec., Geo. Ww. Feld er. 


akland A. C. M. Pres., V. D. 
Stuart, Tribune Publishing Co.; Sec., K. S. 
Thomson, 627 Central Bank Bldg. 


San eee Board of Trade & 
Credit Assn. of San Diego. Pres., D. S. Simi- 
son, Izer-Davis Co.; Sec., Carl O. Retsloff, 
573 *Spreckles Bldg. 


San Francisco—San Francisco A. C. M. Pres., 
oer Kern, Crocker First Natl. Bank; 
“a Walker, 512-514 Oceanic Bldg., 2 Pine St. 


COLORADO—Denver—Rocky Mountain A. C. 
M. Pres., Fred L. Andrews, Davis Bros. Drug 
Co.; Sec., James B. McKelvy, 333 Cooper Bldg. 


Pueblo—Pueblo A. C. M. Pres., L. P. Nelson, 
Ridenour, Baker Mercantile os an, 


Everett, Armour Co.; Asst. , Harry S. 
Peterson, 312 Thatcher Bldg. 

CONNECTICUT—Conn. State Pe Assn., 
State Secy., J. H. Donovan, 2 aa a 
New Haven; Ct. Service Depts. 


Assns. 


E. Robier, American Ac: ee Frese» jon 
ohler, American Fabrics Co.; Sec., John 
L. Beardsley, Morris Plan Bank. 


Hartford—Hartford A. C. M. _ Pres., E. E. 
Ogren, = Works, New Britain, Conn.; 
Sec., J. rontin, Merrow Machine Co., 


Hartford. 


New Haven—New Haven o = Pres., 
Wm. E. Fertman, The G. Co. 
Sec., Garton M. Redfield, ree eR Bank. 


Wa (ee ee at ‘ < ~ Pres. Bs —_ 
aly 


% Newcomb, M 
incent A. Milles; The es aks 


Leavenworth St. 


=e OF COLUMBIA, W: on— W ashing- 
on A. C. M 


; mo, G. Tr atts, Standard 
On Co.; Sec., John A. Reilly, 827 Munsey Bldg. 


FLORIDA, Jacksonville—Credit Assn. of North- 
ern Florida. Pres., Wi H. Dowling, Cheek- 
Neal Coffee Co.; Sec., W. B. Oliver, 906 At- 
lantic Natl. Bank Bidg. 


| i oe am , Somes of Florida. 


Pres., C. W. am, Miami nw. 
Herald; Sec.- Me” F ee yy ; 
Miami Court. 


Tampa—Tampa \ he M. Pre J. Keefe, 
rye. -Keefe & ; Sec., Owen, P. O. 
ox 18. 


GEORGIA—Atlanta—Atlanta A. C. 


IDAHO—Boise—Boise A. C. M. 


ILLINOIS, Chicago—Chi 


INDIANA—Evansville—Evansville 


IOWA, Burlington—Burlington A. C. 


M. ie P. 
M. Millians, Ernest L. Rhodes Co.; Sec. L. 
Williamson, 305 Chamber of Commerce "Bhig. 
Macon—Macon A. C. M. Pres., C. J. 4 
Happ Bros. Co.; Sec., C. E. Neweam BP yc oe 
_ Trust Co.; : Corres. Sec 'Birch, 
r. 
Savannah—Savannah C. M. A. Pres., F. B. 
Vincent, Citizens’ & Southern Natl. Bank; = 
to Savannah C. M. A. Secy. ee C. Cummin 

i 


c/o J. C. Pierce, Butler erce, 301-15 
Bay St. 


Ltd. Pres., C. 
F. Adams, Idaho Candy Co.; Sec., H. L. 
Streeter, 208-209 McCarty Bldg. 


ica A. Cc. M. Pres., 
S. Einstein, Florsheim ‘Shoe F. 


Co.; Sec., 
O’Keefe, 1400 Midland Bldg., 176 W. Adams St. 
Baspeten ee A. C. - Pres., F. W. Sim- 
re J. W. Osgood & Sons, Inc.; Sec., M. 
A. Simpson, Bradstreet Co. 

g—Galesburg A. C. M. Pres. i» Hugh C. 
Garver, c/o Pioneer Creamery Co.; i. oe 
Willis Peterson, c/o Chamber of Commerce. 
Peoria—Peoria A. C. M. Pres., Geo. H. Greene, 
Keystone Steel & Wire Co.; Sec., H. F. Seh- 
mer, 317 S. Jefferson St., 2nd Floor. 


Quincy—Quincy A. C. M. Pres., C. C. Mays, 
State Savings, Loan & Trust Co.; Sec., Frank 
Rothgeb, Quincy Confectionery Co. 

posites Revkierd - Cc Mi... Bree, &._I. 
Duel, Empire Co., ; Sec., W. T. Ledger, 210 
Stewart ldg. 

Springfield—Springfield A. C. M. Pres., O. F. 
Lambers, HE travers Prod. Co., 414 E. 
Monroe St.; 5, See. Bae Mueller, Geo. A. Mueller 


Co.; Asst. iss Louise Murphy, Chamber 
of daaumeaeet Bl dg. 


A. = M. 
Pres., H. C. Dodson, Orr Iron Company; Sec., 
C. Howard Saberton, 607 Old Nat’! Bk. * Bldg. 
Ft. Wa: Ft. Wayne A.C. M. Pres., Walter 
Moellering, ae Supply Co.; Sec., S. E. 
Brink, 306 Standard Bldg. 


Indianapolis—Indianapolis A. < M. 
Ulysses Jordan, Fishback Co.; 


ritt Fields, 507 People’s Bank “Bi Bldg. 


South Bend—South Bend A. C. M. Pres., A. 
H. Tyler, “ Oil Co.; Sec., D. A. Weir, 
412 J. M. Bldg. 


Terre Se Haute A. C. M. Pres., 
A. N. Levin, Levin Bros.; Secy., Henry E. 
Meyer, Morris Plan Co. of Terre Haute. 


Pres., 
-Mgr., Mer- 


M. Pres., 
C. F. Sutor, Chittenden & Eastman Co.; 


Sec., 
Jesse L. Thomas, 515 Iowa State Bank Bldg. 


Cedar Rapids—Cedar Rapids A. C. M. Pres., 
ii D. Nicoll, The. ‘Churchill Drug Co.; Sec., 
Milo O. Hanzlik, Barnes, Chamberlain, Hanz- 
lik & Thompson, 616-22 Higiey Bidg. 


Davenport—Tri-City Credit Men’ s Assn. Pres., 
Frank Kohrs, Kohrs Packing Co. H. B. 
Betty, 1001 First Nat'l Bank Bide. 


Des Moines—Des Moines C. M. A. Pres., Miss 
Taylor, Green Foundry & Furnace 
Works; Sec., Don E. Neiman, 820 Valley Nat’! 
Bank Bidg. 


, 


Ottumwa—Ottumwa A. C. 
eS! Ss. a on & Co.; 
un Co. 


ee A. C. M. Pres., Mr. 
B. Van Ordstrand, Stpatend Oil Co.; 
Ton Bohm, Sioux City Iron Co.; Asst. Sec., 
A. Lucey, P. O. Box 748. 


Waterloo—Waterloo A. C. M. Pres., H. B. 
Harmon, Smith, Lichty & Hillman Co.; Sec., 
J. E. Jordan, 214 Marsh-Place Bldg. 


M. i Samuel 


.F. Grady, 


——y 
F% 
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KANSAS, Wichita—Wichita 

































ee Bennitt, Fox-Vliet Drug - g Co. Ee 8 < - 
° varrison, Fi 
Bank “Bldg. = Glass Co 
St. 
KENT ucer, Lexin; Lexingt ‘on C, 
Pres., I. Robbins, Ss Bocas NEW yo 
Mrs, EY Mae McGarry, 28-29 Northerg Howard 
Bldg. Walter 
Louisville—Louisville C. M. A. Fie 
White, Logan Company; Sec., S. Ce. Buffalo- 
3rd Floor Kenyon Bldg.; Asst. » HY Sas 
Kessler. County 
LOUISIANA, New Orleans—New Orleans 
A. Pres., Geo. Grundmann, Albert a Shaffer, 
Co., Ltd.; Sec., T. Bostatic, O68 L. H. 
Bldg.; Asst. Sec., C as. S. Cobb Robinso 
Shreveport— Who. aes. ‘Men's Ass’ 

W. W. Newcomb, Ardis & Co.; Sec, and Mer Jamest 
John A. B. Smith, 223 Ardis Bldg. bed 
MARYLAND, Baltimore—Baltimore at Cu New 1 
Pres., Wm. L. Bean, eee “@ In, Pres. 
Morniscntar dhl West Redwood Ste kee B Seem 
orningstar, est Redw t.; Asst, - 
Geo. J. Lochner. Se. John F 

Roches 
MASSACHUSETTS, Boston—Boston Cregj) H- Ke 
Men’s Assn. Pres. . Frank S. Hughes, Feden! T. E. 
seoerve Beak, 30 Pearl St.; Sec., 7M Pani % Nor 
auncy St. 
id—Western Mass. A. C. M. Pry _— 
E. . Hubbard, Chas. Hall, Inc., Main &: Warre 
Sec.-Mgr., H. E. Morton, 616 State Bldg, ~ k 
Worcester—Worcester A. C. M. Pres, He. 
bert A. Stanton, Norton Co.; Sec., E. & Rob Utica- 
ertson, 311 Main St. Vliet, 
gers, 
MICHIGAN—Detroit—Detroit A. C. M. Pres, 
i ene Gifford, Zenith-Detroit Corp.; Sec.,0.4 — NORTH 
ontgomery, 1282 First National Bank ie M. P 
Flint—Flint A. C. M. Pres., J. L. Rollin Mgr., 
Flint Structural Steel Co.; Sec., L. W. Murphy, Bank 
123 Paterson Bldg., S. Saginaw & 3rd Sts 
Grand Rapids—Grand Rapids C. M. A. Green 
Wallace G. Barclay, Barclay, Ayers & bot Elling 
Sec., Edwin DeGroot, 450-452 Houseman Bldg Stout, 
Jackson—Jackson A. C. M. Pres., Miss A 
Taylor, Michigan Seating Co.; Sec., Geo. Coy. Marr 
den, Jackson Citizen Patriot. Famt 
Kalamazoo—Kalamazoo A. C. M. _Pres., Frei 
G. Dewey, Kalamazoo Trust & Savings Bk; 
Sec., R. ii. Johns, 307 ae Bidg. NORT! 
ieetnor-tpasing C. M. Pres., J. Hari Assn. 
Sessions, Capital Nat'l Bk.; Sec., R. V. De Farg 
Barry, The State Journal. Merc 
See Pey City—Northeastern Mi A 
C. M. Pres., Fred Carle, Standard ¢ Co, on 
Saginaw, Mich.; Sec., — _ Secu 
226-30 Millard St. , Saginaw. 
= 
MINNESOTA, Duluth—A. C. (Duluth- a 
rior). eg oS H. Kelley, Keley-How- Tie al Asst 
son Co.; Sec. E. G. Robie, 501 ristie Bldg. 
Minneapolis— saad lis A. C. M. Pres, i 
S. Holbrook, John Leslie Paper Co.; See,, J. - 
L. Brown, 540 Baker Arcade. Sec. 
St. Paul—St. Paul A. C. M. Pres., Geo. AL Cow 
ohnson, Klinkerfues Bros., 901 E. 7th St.; See 
reas., C. F. Miller, Northern Jobbing Co., dt Clev 
& Broadway. on 
‘au 
MISSISSIPPI—Meridian—Mississippi_A. C. Car 
Pres., ine Shackleford, Melton Hdwe. (a; Col 
Sec., S. H. McClary. P. O. Box 546. Adj 
MISSOURI, Joplin—District Credit Men's Ams §  jri 
Pres., on enderson, Henderson Grocery 
Sec., . A. Van Hafften, 213 Miners Da 
Bldg. Mi 
Kansas City—Kansas City A. C. M. Tal 
C. H. McLean, Graybar Electric Co.; sort ty 
L. Davis, 315 Hall roe’ nt de 
St. fermen Os. 2 = A. Pres. B. 
Roddy, Armour re + E. Moser, Grais 
Belt Mills. " 
St. Louis—St. Louis A. C. M. Pree, Did M 
McMahon, Armour & Co.; Sec., Orv Liv- in 
ingston, 214 N. Sixth St. Jo 
MONTANA, Beiinge—Montaza- -Wyoming A.C 
M. Pres., P. Rockwell, Billings Haw. OKI 
Co.; Sec., Meredith J. Davies, 411-412 Staple A 
ton Bldg. H 
Great Falls—Northern Montana A. C. & E 
Pres., J. I. Hayes, Suhr Fruit Co.; Sec. } 
. Gies, F. J. Gies Co.s Mar Mrs. M. 5 
rthelote, P. O. Box 1 N 
Helena—Helena A. C. 2 Pres., M. V. Wi 
son, Helena Hdw. Co.; Sec., A. + 
Holter Hdw. Co.; Asst. Sec., P. G. OR 
Room 9, Pittsburgh Block. ¢ 
NEBRASKA, Lincoln—Lincoln A. C._M. _ Pith B 
k A. Harvey, J. C. Ridnour Co.; Sec.- 
V. Koupal, McKelvie Pub. Co., of 


» 


Omaha—The Omaha A. C. M. Pres, 
Bush, Gate City Hat. Co.; Sec., G. P. 
1122 Harney Street. 
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MAY, 1929 


ERSEY, Newark—North Jersey A. C. 
, Frank E. Cotte Pittsburgh Plate 


new J 
ao. + Sec. ., Wm. Whitney, 17 William 
St. 


RK, Albany—Albany A. C. M. Pres., 
Niort & 4 odeva, Bnatere Tablet Corp.; Sec., 
Walter C. Kathan, General Ice Cream Co. 


Buffalo—Credit Assn. of Western N. Y. Pres., 
Frank X. Ernst, Buffalo Gravel Cor ecoten: 
Howard C. Ferrell, 704- Erie 


ons a eeank Bldg. 


Ebnira—Elmira A. C. M._ Pres., Wm. A. 
Shaffer, LeValley, McLeod Kinkaid Co.; Sec., 
L. H. Teeter, Mandeville & Personius, 512 
Robinson Bldg. 


Jemma amestown A. C. M. _ Pres., Al- 
Mase Premier Cabinet Corp.; Sec., 
D. ~. Taewe, Chamber of Commerce. 


New York—New York Credit Men’s Assn. 
Pres, David E. Golieb, Einstein Wolff Co.; 
Sec., W. W. Orr, 468 4th Ave.; Asst. Sec., 
John F. Otis. 

Rochester A. C. M. Pres., Harold 
H. Kase, Taylor Instrument Companies; Sec., 
T. E. McCallion, Mercantile Bidg., Room 1127, 
% North St. 


Syracuse A. C. M. Pres., Robert B. 
Porter, First Trust & Deposit Co., South 
Warren St.; Sec., Stanley R. Barker, 511 
Clark Music Bldg. 


Utiea—Utica A. C. M. Pres., John S. Van 
Vliet, Utica Knitting Co.; Sec., Harmon Eg- 
gers, Room 309, Arcade Bldg. 


NORTH CAROLINA, Charlotte—Charlotte A. C. 
M. Pres., F. W. Merrick, Merrick’s Inc.; Sec.- 


Mgr., W. H. Abernethy, Jr., 1117 Commercial 
Bank Bldg. 

reensboro A. © M. Pres., A. S 
Ellington, W. I. Anderson & Co.; Sec., F. R 
Stout, Odell Hardware Co. 
High Point—High Point A. C. M. Pres., C. H. 
Marriner, Commercial Nat’l Bank; Sec... J. W. 


Fambrough, P. O. Box 609. 


NORTH DAKOTA, Fargo— Fargo Moorhead 
Assn. Credit Men. Pres., G. McCleary, 
Fargo Mill Co.; Sec.-Treas., E. E. Simonson, 
Merchants Natl. Bank. 


Grand Forks—Grand Forks A C. M. Pres., 
H. E. Hall, Nash Bros.; Sec., John Vallely, 
Security Bldg., Grand Forks, N. ‘D. 


Minot—Minot A. C. M. Pres.,-G. Fred Brett, 
— Supply Co.; Sec., D. W. Owen, Minot 
commerce. 


OHIO, Cincinnati—Cincinnati A. C. M. Pres., 

A. Tt. Woodward, The United States Shoe Co.; 

Se -Mer., John wi Richey, Temple Bar Bldg., 
Court and Main Sts. 


Cleveland—Cleveland A. C. M. Pres., I. E. 
Stine, R. Duncan, Jr., Co.; Sec., D. W. 
Cauley, 410 Leader Bl g.; Asst. Sec., E. L. 


Carter. 


Columbus—Central Ohio Cr. 
Adjust. Bureau. Pres. R. 
W. E. Lamneck Co.; Sec 
ard St. 


Interchange & 
. Tremain, The 
.. J. E. Fagan, 224 So. 


Dayton A. C. M. Pres., J. A. Mac- 
Dayton Rubber Mfg. Co.; Sec., Tom 
Tala Jr., 629 Reibold Bidg. 


at eete a Cc. 36. coh Gane M. _ 
e¢ Union Su ec. ” 0. 
B. Cole, 136 ecce. me, - 


Youngstown—Youngstown A. C. M. Pres., 
Mas, Go.’ ee *. ro stown Foundry & 


‘ach. ™ yle, 1110-12 Mahon- 
Nat'l’ Bank Midy.: : “a. Sec., O. E. 


IMA—Oklahoma City—Oklahoma City 
A. C. M. Pret Carl L. Wells, Patterson & 
Hoffman; Sec., E. E. Barbee, 901 Cotton-Grain 
Exchange Bidg. 


Tulee— Tulsa C. M. A. Pres., T. C. Wright, 


Swift & Co.; Sec., V. P. Wilson, 217 Tulsa 
Nat'l Bank Bldg. 


OREGON, Portland—Portland A. C. M. Pres., 
G. C. Blohm, West Coast National Bank; 
Femtive Secretary, J. E. Breed, 471 Pittock 


PENNSYLVANIA, Aigeen—Lahigh Valley A. 
Pres. tay op be Bachman, Bee Auto- 


; Co.; Sec., ‘ 
. Go Sec. J. . J. Reinhard, 403 Hun 


Harrisbur; 
Claster, 119 So. 2nd St.; 
Blosser, P. O. B . 


New Castle—New Castle A. C. M. 
C. McKeown, Penn. Power Co.; Sec., 
Cooper, 601 Lawrence Savings & Trust Co. 


TEXAS, Austin—Austin A. C. M. 


Harrisburg A. C. M. Pres., Jos. 
fio Sec., Charles W. 
‘ox 706. 


Pres., W. 
Ralph A. 


Philadelphia—Philadelphia A. C. M. Pres., W. 


Dayton Shelly, John tets~n Co.; 
David A. Longacre, 1503 North Americ.n Bldg 
Asst. Sec., Ashton L. Worrall. 

Pittsbur; The Credit Association of Western 
Penn. res., S. B. Congdon, Bank of Pitts- 
burgh; Exec. Megr., L. I. MacQueen, 1213 
Chamber of Commerce Bldg. 

ee Coe Assn. of Western Penn. Paul 


. Kerin, District Mgr., 1413 11th Ave. 


Sete ake Assn. of Western Penn 
H. Coleman, District Mgr., 632 Swank > 


Uniontown—Credit Assn. of Western Penn., F. 
W.. Mosier, 
& Trust Bldg. 


Reading—Reading C. Men’s Assn. 
Raymond Van Reed, Van Reed Ro Co., + : 
Sec., Edwin Himmelberger, 44N 


Scranton—Inter-State 
Pres., W. 
Sec., George H. 
Times Bldg. 


Wilkes-Barre—Wilkes-Barre A. C. 
W. Gordon Williams, William Bros. & Co.; 
Sec., Geo. H. McDonnell, 606-607 Brooks Bldg. 


District Megr., 701 Fayette Title 


Pres. 


. 6th St. 


Credit Men’s Assn. 
B. Oliver, First National Bank; 
MacDonald, 400 Scranton 


M. Pres., 


RHODE ISLAND, Providence — Rhode Island 


Credit Men’s Assn. Pres., Albert A. Wain- 
wright, Gorham Mfg. Co.; Sec., Ralph S. Pot- 
ter, R. I. Credit Men’s Assn.; Exec. Megr., 
Chas. E. Austin, Jr., 87 Weybosset St. 


srr DABOTA, Sioux Falls—Sioux Falls A. 


M. Pres., R. S. Sloan, Crane Co.; Sec., R 
W. Gunderson, Bridgeman- Russel Co. 


TENNESSEE, Chattanooga—Chattanooga A. C. 


M. Pres. WwW. F. Smith, Chattanooga Medi- 
cine Co.; Se ec., J. H. McCallum, Hamilton Nat’l 
Bk. Bldg. Suite No. 1115. 


Knoxville—Knoxville A. C. M. Pres., H. H. 
Slatery, East Tennessee Packing Co.; Sec., 
W. E. Bibee, 504-514 New Seceshie Bldg., 508 
Union Ave. 


Memphis—Memphis A. C. M. ress a Sc 
Heitmann, Armour & Co.; Sec.-Mgr., E. N. 
Dietler, 608 Lage. Bldg., P. O. Box 211; 
Asst. Sec., Miss Gladys ” Hess. 


Nashville—Nashville C. M. A. Pres., H. A. 
Tenbrunsel, Power Packing Co.; Sec., Buford 
K. Harmon, 718 Stahlman Bldg. 


Pres., H. H. 
Voss, Voss & Koock; Sec., Horace C. Barn- 
hart, P. O. Box 1075. 


Beaumont—Beaumont A. C. M. samen ae ae a 
McAuliffe, Phelan Grocery Co.; Sec 
Higgins, 315 Gilbert Bldg. 


Dallas—Dallas Wholesale Credit Men’s Assn. 


Pres., Bentley Young, National Casket Co.; 
Pe E. F. Anderson, Suite 725, Santa Fe 
g. 


El Paso—Tri-State A. C. M. Pres., W. P. B. 

McSain, El Paso Nat’l Bank; Sec., James T. 

ae 620-21-22 Caples Bldg. Asst. Sec., I. T. 
inton. 


Fort Worth—Fort Worth A. C. M. Pres., B. 
F. Brewer, Veihl Crawford Hdwe. Co.; a 
a Baker, Casey Swasey Co.; P. O. Box 


Houston—Houston A. C. M. Pres., A. D. Kim- 
bell, Houston Drug Co.; Sec., Morris D. Meyer, 
433-34 First Nat’l Bank Bldg. 


San Antonio—San Antonio Who. C. M. A. 
Pres., John W. Barron, San Antonio Drug Co. 
Sec.-Mgr., Henry A. Hirschberg, 313 ites 
Nat'l Bank Bldg. 


Waco—Waco A. C. M. Pres.,D. S. 
McLendon Hdwe. Co.; Sec., J. C. 
Ward-Dossett-Floyd Co. 


Wichita Fallg—Wichita Falls A. C. M. Pres., 
Alvah Conner, American Refining Co.; Sec.- 

Mgr., John W. Thomas, 820 City ational Bank 
Bldg., P. O.' Box 368. 


Dodson, 
Pruitt, 


UTAH, Salt Lake City—Inter-Mountain A. C. 


M. Pres., N. Y. Schofield, Z. C. M. I. Sec., 
C. E. West, Utah Fuel Co. ; ; Sec.-Mgr., Robert 
Peel, 1411 Walker Bank Bldg. 


VIRGINIA-TENNESSEE, Bristol—Bristol A. C. 


M. Pres., G. ss Thomas, Mitchell Powers 
Co.; Sec., Geo. D. Helms, Gibson Candy Co. 


tbe ists A. C. M. Pres. 
sy arker Jennings Hdwe. tine : 
Sec., Mrs. 
Adjust. Banal 
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ent ental. Tidewater A. C. M. Pres., 

R. Meech, Lyon & Greenleaf Co.; Sec.- 
wis Shelton N. Woodard, 1210 Nat'l Bank 
of Commerce Building. 


Richmond—Richmond A.C. M. Pres., T. Cole- 
man Aamawe, T. Coleman Andrews Co.; Sec.- 
Mgr., J. P. Abernethy, 305 Travelers Bldg. 


Roanoke—Roanoke A. C. M. Pres., T. H. Beas- 
ley, Beasley-Boon Co.; Sec.-Treas., H. W. 
Hobson, Roanoke City Mills, Inc. 


Wiaeeeron, Seattle—Seattle A. C. M. Pres., 


. Gruger, Imperial Candy Co.; Sec., Peter 
Balkema, 360-61 Colman Bldg. 


Spokane. Spokane Merchants Association. Pres., 
C. G. Gamble, Crane Co.: .-Treas., J. D. 
Meikle, 718 Realty Bldg. 


Tacoma—Wholesalers’ A. of Tacoma. Pres., 
i D. Elder, W. P. Fuller & Co.; Sec., Edward 
- Lung, P. O. Box 1207. 


“er VIRGINIA, Bluefield—Bluefield A. C. 


Evans Omar, thern Refrigera- 
B. Smith, P. O. Box 449. 


Charleston—Charleston A. C. M. Pres., R. B. 
Perry, Lewis, Hubbard & Company; Sec., Lee 
H. Henkel, 406 Capital City Bank Bldg. 


Clarksburg—Central West Virginia Credit & 
Adjustment Bureau, Inc. Pres., R. J. Hartley, 
Clarksburg Wholesale Co.; Sec.-Mgr., U. 
Hoffman, 410 Union Bank Bldg. 


Pres., 
tion Co.; Sec., C. 


Hun on—Huntington A. C. M. Pres., D. 
A. Hall, Twentieth Street Bank; Sec. C. C. 
Harrold, 1200 Huntington First Nat'l Bank 


Bldg., 12th Floor. 


Parkersburg—Parkersburg-Marietta A. C. M. 
Pres., A. A. Merritt, Pa ood Iron & Steel 


Co.; Sec., J. W. Wandling, R. G. Dun & Co., 
Parkersburg, W. Va. 
Wheeling—Wheeling A. C. M. Pres., E. *- 


Rose, Wheeling Corrugating Co.; Sec., E 
Graham, P. O. Box 687. 


Williamson—Williamson A. C. M. Pres., C. W. 
Hays, Mingo Lime & Lumber Co.; Sec., C. W. 
Matheny, Williamson Bakery. 


bes cig agg Fond du Lac—Fond du Lac A. C. 


M. Pres., Benz, The Glasow-Tubbs Co.; 
Sec., L. in Richter, A. P. Baker Agency. Mail 
to P. O. Box 313. 


Green Bay—Northern Wisconsin-Michigan A. 
Cc. M. a C. V. Nichols, Morel urphy 
oa ; Sec., C. W. Shekey, 123 No. ashington 


Milwaukee—Milwaukee A. C. M. Pres., 

Brew, Jewett & Sherman Co.; Sec., __ 
Romer, 708-9--10 Mayer Bldg. 
Oshkosh—Central Wisconsin A. C. M. Pres., 


Geo. T. Graham, Geo. T. Graham Co.; Sec. 
Chas. D. Breon, 311-12 First Nat’l Bank Bldg. 


Learning from the Chains 


661 INCE most thinking observers 

& are agreed that the success of 
chain store merchandising lies in ef- 
ficient management by the controlling 
agencies, the adoption of similar 
methods by individual merchants is 
by no means impossible, because 
there is no monopoly on human in- 
genuity or brains. Chains are a co- 
ordination of wholesale and retail 
units, with the management exercis- 
ing a control over the retail outlets. 
Such co-operation as that between the 
parts of the chain system may well 
be carried on by independent whole- 
salers and retailers to a greater de- 
gree than at present.”—-From the re- 
port of the Committee on “Economic 
Factors Affecting Wholesaling,” Na- 
tional Wholesale Conference, April 
26. 
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YOU NEED €CONOMICS 


The National Institute of Credit will supply, through its correspondence 
course, this important element in your training for efficient credit work, 


The Credit Manager’s Need 


Severe demands are made upon the equipment which 
the credit manager brings to his task. Who, indeed, is 
qualified to determine the business risk but the man who 
really understands the business picture? Our present 
economic system operates as a unity 
made up of lesser unities, and like 
any other system it operates accord- 
ing to law. For an intelligent ap- 
preciation of the system, a study of 
the laws governing this unity is es- 
sential. To one who would under- 
stand the business scheme, a knowl- 
edge of the reasons behind the 
structure is vital. These fundamen- 
tals, from which all experience and 
training take meaning, constitute 


the science of Economics. tion 


Speculation and Insurance 


How the Course Is Sage 
Conducted —- 


Banking and Credit 


The correspondence course in 


is designed especially for busy men 
—those who have always wanted to 
study, but have never felt that they Wages 
had the time. It allows the student 
to study in his own time, at his own 
inclination. There are no scheduled 
study periods. Upon enrolling in 
the course the student is supplied 
with the text-book, an introductory lecture, a reading 
assignment and a problem. The problem is to be 
answered in writing at the student’s convenience and re- 
turned to the director’s office, where it is graded, criti- 
cised and returned. Then, regularly, lectures, assign- 
ments and problems are sent the student, and upon the 
solution of the tenth problem, the student receives 
the course examination to be completed in his 
own time. 
















Certificates 


Upon satisfactory completion of the 
final examination, the student is 
awarded a certificate of credit. 
This indicates completion of one 
of the four courses required for 
the Junior Certificate of the 
National Institute of Credit, 
the remaining require- 
ments being Credits and 
Collections, Finan- 
cial Statement An- 
alysis and Busi- 
ness English. 


Dr. Frank A. Far 
NATIONAL INSTITUTE 
or Crepit, Derr. 5 
One Park Avenue 
New York City. 
Will you kindly mail me in- 
formation concerning the fol- 
lowing courses: (Check course 
desired). 


“Basic Economics” ( ) 
“Credits and Collections” ( ) 


Problems Covered 


hensive knowledge of the “why” of business—a familign 


Partial Contents of 


“ECONOMICS FOR THE 
GENERAL READER” 


Scope and Subject Matter 
of Economics 
Organization of Produc- 


Price Levels and Foreign 
Economics offered by the Institute Trade 


Unemployment and 
Overproduction 


Interest and Profits 
Wealth and Welfare 










CREDIT MONTHLY 





The course is intended to give the student a compre 


ity with the laws governing the business world. Bank. 
ing and credit fundamentals in their application to ord. 
nary problems; unemployment ang 
overproduction analyzed for caup 
and effect; interest, profit, price ley. 
els, speculation and insurance ap 
some of the vital problems scieq. 
tifically explained for the busines 
men. Indeed, it can fairly be sai 
Slice, that the material of this course is an 

absolute essential in the equipment 
of a ‘modern business executive, 


Lectures 


Further discussion of the prim 
ciples and problems of economics is 
provided in a series of lectures pre 
pared especially for this course by 
Dr. E. E. Aggers, Professor of Eto 
nomics at Rutgers University. Capi- 
talism, socialism, communism and 
bolshevism are presented and evalu 
ated from the layman’s point of 
view. Trust and labor problems are 
given frank and individual treat. 
ment. The laws and circumstances governing panics, 
depressions and inflation are carefully outlined, and 
studies of the American monetary system, private prop. 
erty, the economics behind the War, the profitesr 
and other problems of interest to the intelligent busines 
man are thoroughly discussed. 


Text 


The course is based on Henry Clay’s “Economics for 
the General Reader,” a text especially emphasizing the 
application of Economics to every day business. A sum 


mary of its contents appears in the box in the center of 
this page. 


Credits and Collections 


The National Institute also offers a correspondence 
course in Credits and Collections, organized and com 
ducted along the same lines as the course in Economics 
It offers practical instruction in up-to-the-minute credit 
problems and practice, covering, among others, such ¢& 
sentials as the elements determining credit risk, source 
of credit information, construction and analysis of stat 
ments, collections, legal remedies, bankruptcy and credit 
safeguards. Those who wish full information concefie 
ing either or both of the correspondence courses need oly 
fill out and mail the accompanying coupon. 
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A Credit 
that was OK’d 
Despite the 
Financial 
Statement 


An industrial firm re- 
ceived a large order from 
a comparatively new 
middle-west concern. The 
latest financial statement 
indicated that the credit 
was not justified. How- 
ever, turning to POOR’S 
REGISTER, the Credit 
Department found that 
the personnel of the com- 
pany under consideration 
included men of charac- 
ter who were on the di- 
rectorates of additional 
and successful companies 
in a similar line of busi- 
ness. 


The credit was approved 
and subsequently this 
company became a large 
and very profitable cus- 
tomer. 


From the Treasurer’s 
Office of a large Indus- 
trial Concern in Chi- 
cago, Ill.: 


“We believe the Register an- 
swers one of our requirements 
to a very marked degree. 


“It is rather a satisfying feel- 
ing to be able to determine the 
business ability or the integrity 
of officers or directors of the 
various institutions with whom 
we do business, and we believe 
you are to be congratulated on 
the thoroughness of this edi- 
tion.” 





Are We 


Ahead of Our Time 
—or Are You Behind? 


E know that in this age of fast mov- 

ing and highly competitive business 
—with new incorporations, mergers, in- 
vestment trusts and billion dollar organiza- 
tions—Personnel information is of prime 
importance. 


We have found that in granting credit, 
analyzing sales’ fields and making invest- 
ments, a study of Personnel is an integral 
part of modern research. 


If you agree with us, then part of your 
every-day working equipment should be 


Poor’s Register 


of Directors of the United States 


This volume includes 70,000 of the nation’s 
business leaders, gives their home and office 
addresses and lists their directorships and busi- 
ness affiliations. The information is authentic 
too, for it comes direct from each individual. 
The 1929 Edition is ready for immediate 
delivery. 


Price $35, including the services of 
our Personnel Research Department 


Write for booklet 


Poor's 


33 BROADWAY NEW YORK 


Whiteball 0460 
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e Cu rity The mariner is ever alert for v's / 


the welcome blink ofthe warn- 
ing light. It offers to travelers 
of the sea a security against 
lurking danger. 

And the eaptain of business 
looks to insurance for security 
against reefs upon which his 
business might founder. 

Look for the Red Royal 
Shield on a fire insurance pol- 
icy—it means security first. 


St. Mary’s River Ewing Galloway 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES 


NEW YORK ATLANTA, GA. BOSTON, MASS. CHICAGO, ILL. SAN FRANCISCO, CAL. 
Willizm Mackintosh, Mgr. S. Y. Tupper, Mgr. Field & Cowles, Mgrs. Law & Hamilton, Mars. H. R. Burke, Mgr. 





